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double life in 


HACKNEY double bottom 


cylinders 


Resists rust and corrosion —smooth, rounded contour of the second 
full bottom head leaves no place for rust or corrosion to form. Clean- 
ing and painting are less time-consuming. 


Eliminate crushed foot rings —integral fluted foot ring and double- 
bottom head construction, welded all around, add the strength needed 
to withstand rough handling...save costly repair and foot-ring re- 
placement. 


Won’t pack mud, snow or ice —broad, shallow, fully rounded bottom 
offers no chance for accumulations of compacted materials. 


Outlast other cylinders by years —Hackney DOUBLE-BOTTOM head 
cylinders end bottom failure for many years beyond the life of con- 
ventional cylinders. 


Save you time and money—with double the life, you save in main- 
tenance time, repainting dollars, and replacement costs! 





Cross section shows how Hackney 
patented DOUBLE,BOTTOM head 
construction is stronger, doubles cyl- 
inder life, and reduces maintenance 
time and replacement costs. 





Check your cylinder bottoms now. Then call your 
nearest Hackney representative for quantity prices and 
delivery dates. 


Hackney 


«* 
- 


LP- GAS. ee FROM ONE POUND TO 30;000 GALLONS ee 


wy 


ifuel tanks for lift truck 


cylinders systems trucks and tractors cylinders tank trucks transports bulk storage tanks 





EMPIRE 


GAS FLOOR 
FURNACES 


ARE EASIER TO SELL 


Outstanding value is the reason why Empire outsells all others. Sell more 
units. Satisfy more customers. Keep more profit! Write today for the complete 
Empire Floor Furnace sales plan. 





MAIL THIS COUPON TODAY 
EMPIRE STOVE COMPANY @ BELLEVILLE, ILL. 


Send information on Floor Furnace Sales Plan, 


DEALER NAME 
DEALER'S ADDRESG..............00.ccsscesssosssrccoctsseerenses 








PACESETTERS IN QUALITY, COMFORT AND ECONOMY . 
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7, You eXe) ye Qoare) eet-Na lem Olat-helexcleniose 
with the Type 965B 


: 


NOW AVAILABLE WITH 
REMOTE INDICATOR 


803 remote indicator supplied 
with 10 feet of tubing, fittings 
and bracket for installing out- 
side of kitchen window. 


Fisher has taken a fine regulator 
and made it even more useful 


Multiple cylinder systems are operated with 
full automatic changeover when the Fisher 
Type 965B is used. Service is continuous from 
one cylinder to the next. 


Optional remote indicator permits in-the- 





home check of gas supply. This extra measure 





of customer convenience means extra profit 
to you. 





For additional details on 
the Series 965B with Type 
803 remote indicator, or 
any LP Gas control equip- 
ment, write... 


IF 17 FLOWS THROUGH PIPE ANYWHERE IN THE WORLD...CHANCES ARE IT'S CONTROLLED BY... 
Ey 


FISHER GOVERNOR COMPANY Marshalltown, lowa SINCE 1880 
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BEHIND THE SCENES 


Kitchen virtuoso 


IF YOU SUBSCRIBE TO PAGEANT, 
you may be aware that there’s a fa- 
mous chef who carries the rather 
lyrical nickname of “The Propane 
Bernstein.” But if you don’t... 

The man’s real name is Rudolph 
Stanish, and he is best known as 
King of Omelets. Says Pageant (in 
its October issue): “He has made 
eggs as exotic as pheasant under 
glass.”” Among his dozens of tempt- 
ing recipes are such items as Rab- 
bit Omelet and Omelet with red 
caviar and sour cream. Stanish has 
prepared them for famous folk 
across the country and abroad. 

Says Pageant further: “Indis- 
pensable weapons in his cupboard 
arsenal are seven cast-aluminum 
skillets and seven propane - gas 
stoves, which he prefers because 
they heat faster than ordinary gas 
or electric stoves and are more 
mobile.” 

Apparently as big an attraction 
as his omelets is Stanish himself. 
His display of virtuosity as he 
moves nimbly from stove to stove 
has inspired one spectator to dub 
him “a propane Leonard Bern- 
stein.” 

The Pageant article contains two 
of Stanish’ recipes, and they sound 
mouth watering. Maybe you should 
get a copy of the magazine and try 
them. Don’t forget your seven pro- 
pane stoves. 


No lighters here 


THE MONTH’S GRABBAG OF MAIL 
HELD THE USUAL QUOTA OF INQUIR- 
IES FROM ABROAD; among them was 
this communication from one Njoo 
Siauw Ting, of Djl. Beteng No. 68, 
Semarang, Indonesia: 

“Dear Sirs: Herewith I beg to 
inform you that I am possessed of 
your “Butane Gas Lighter,” but af- 
ter having used many years ago, 
now I am in trouble with my light- 
er, because the Gas Cartridge is 


unserviceable and this cartridge is 
not for sale here. 

“Therefore, if you don’t make 
difficulties, I will be pleased to re- 
ceive this cartridge, for which I 
thank you very much. 

“T trust that you will soon be in 
position to send me the cartridge, 
I am, 

“Yours faithfully, 
Njoo Siauw Ting.” 

To set the record straight, should 
it be now crooked, we do not—re- 
peat not—sell, make, fabricate, or 
distribute butane lighters. Mr. Ting 
(or would it be Mr. Njoo?) knows 
this, but the New York post office, 
which dispatched the letter to our 
New York office, apparently does 
not. The envelope was addressed 
simply to “The Butane Gas Light- 
er, New York, U.S.A.” Whether 
the post office was putting a rather 
overly broad interpretation on our 
motto, “Headquarters for L. P. gas 
information since 1931,” or wheth- 
er we were simply the first “Bu- 
tane” the P.O.’s directory searchers 
ran across in the telephone direc- 
tory, we don’t know. But if Mr. 
Ting is listening, we hasten to as- 
sure him that his letter has now 
been duplicated and mailed to the 
manufacturers of butane lighters. 
Like him, we sincerely hope who- 
ever makes the lighter will soon be 
in position to send him the car- 
tridge. Now what’s your problem? 


Fact sheets—eye opener 
Ventura, Calif. 
I have just gone through the 15 
pages in the October BPN on 
“Kight Industrial Market Fact 
Sheets,” and want to tell you how 
fine an article that really is. I feel 
that every salesman dealer in the 
industry should get a reprint of 
these fact sheets and go to work im- 


Pn ee Merry CLaey: ee ee 
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i 
From the world’s old ropane tank manufacturer 


The 
MASTER LION 


The emblem of 
MASTER quality 


for.<-. 


DOMESTIC TANKS 
STORAGE TANKS 


TRANSPORTS 
DELIVERY UNITS 
e | PLANT PROCESSING VESSELS 








he Master Lion... for twenty-six years and design. The next time you have need of the 
the symbol of leadership in steel fabrica- best, the finest and the foremost, call on a 
tion. Know-how and experience have built the Master Man! 


Master Lion into a sure sign of safety and per- rR ° 
formance on every Master product. Master tanks ba (E: aay, >) bes 

TANK & \ Vea WELDING 
are shipped all over the world from centrally org 


located plants in Quincy, Illinois and Dallas, 2000 S. Front St. * Quincy, Illinois * BAldwin 3-5014 


: ? hae pees P.O. Box 5146 * Dallas, Texas * Riverside 7-2441 
Texas, attesting to their quality in fabrication MASTERPIECES OF STEEL FABRICATION 
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65R-TC 
RATCHET THREADER 


with new True-Centering 
Workholder 


Gives Better Threads Faster 4 Ways! 


Here's Why: 

One set of dies threads 1’, 1%’, 
14" and 2” pipe and conduit... 
no dies to change. « Fast-to-set, 
True-Centering Workholder 


centers dies for true threads 
every time « Easy adjustment 
for accurate “‘drip”’ threads « It’s 
jam-proof . . . automatic kick-out 
—prevents jamming. 


RIGAID 65-RC with Cam-Type Workholder Also Available. 


Call your Distributor today. For your convenience, he maintains a 
complete stock of FRITZERIID Work-Saver Pipe Tools and parts! 








Back Talk 


mediately in applying the useful 
information. 

I have been in the LPG business 
30 years, beginning with experi- 
ments in the use of the fuel in gas 
engines, and your fact sheets 
proved to be a real eye opener. 

Every writer in the securities 
field, too, should have this fine 
resume of LPG application infor- 
mation. But the LPG dealer and 
salesman need it most. 

EDWARD A. STRATMAN 


Fact sheets—training course 


Richmond, Va. 
I congratulate you on the article 
in your October issue concerning 
the fact sheets on industrial uses of 
gas, This fits in very well with our 
program, and we are using the 
article as a training course. At our 
monthly managers’ meeting, we 
spent approximately an hour on the 
metal cutting section. 
ROBERT E, LEITCH 
Bottled Gas Corp. of Virginia 


More on coin meters 


Nassau, Bahamas 
In your September 1961 issue, 
“Information Desk,” there was an 
inquiry on coin-operated gas me- 
ters, and who manufactures them. 
These meters are manufactured 
by Parkinson Cowan International, 
Ltd., Terminal House, 52 Grosvenor 
Gardens, London, SWI, England. 
W. K. DUNCOMBE 
Bahamas Gas and Fuel Co., Ltd. 


"THE BIG DEAL BOYS" 


Hercules Casualty Insurance Co. 
"Yer right! There is a leak." 
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“We gained 550 new accounts” 


‘In addition, we’ve upped our 
annual sales by 500,000 gallons 
since changing to Texaco LP-Gas 
6 years ago,” says D. O. Shep- 
pard, Sheppard Bros. Gas Co., 
Sylvania, Ga. “With Texaco we 
can depend on getting all the 
product we need, summer or win- 
ter, when we want it. And, the 
Texaco people are friendly and 
helpful. That’s why we sell the 
best... Texaco.” 
5 reasons why you can 
prosper with Texaco 
1. Texaco is jobber-minded. 
Proof: 842 Consignees and Dis- 
tributors of Texaco Products 
have been with Texaco over 20 
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years, some over 45 years. 
2. Profitable ani proved sales 
policies. Texaco does not compete 
with its independent Distribu- 
tors of LP-Gas. 
3. Dependable, efficient delivery 
in a new fleet of tank cars, from 
31 strategically located produc- 
tion areas. 
4. Immediate acceptance. Texaco 
LP-Gas is sold under the nation- 
ally-known trademark, the fa- 
mous Texaco red star with the 
green “T.” 
5. A product of highest quality 
— moisture-free. 

TEAM YOUR NAME with Texaco 
for a promising future. Send 


coupon today: Texaco Inc., LPG 
Sales Division, P.O. Box 2420, 
Philtower Bldg., Tulsa, Okla- 
homa; 3350 Wilshire Blvd., Los 
Angeles, California; Texex, 237 
Seventh Avenue, West, Calgary, 
Alberta, Canada. 

t would like complete information about iy ae 
sibility of becoming a Texaco LP-Gas Distributor. 


NAME 





STREET, 





CITY. 





STATE 


7 








“Our Ford Super Duty 
tractors save us an estimated 


$270,000 yearly!” 


says President L. J. Trahan of Propane Corporation, Baton Rouge, Louisiana 


‘“‘We calculate our total truck expense on a com- 
bination of price, depreciation, trade-in value, 
fuel, oil, tire-battery-accessory replacement costs, 
taxes, insurance, licenses and payloads hauled. 
Our accounting proves that Ford Trucks save us 
an average of 10¢ per mile. And since we log more 
than 2,700,000 miles a year, this saving amounts 
to an estimated $270,000! 


“The ruggedness of Ford Super Duty V-8’s and 
the success we've had in converting them to run 
on LP-Gas are two major reasons for this long- 
range economy. From our first '56 Ford Trucks on, 
they have consistently outperformed most other 


equipment we’ve ever owned. Our tractors spend 
about 20 out of the 24 hours a day on the road. 
As one comes in to a terminal, another driver is 
ready to take it out again with stops only for fuel- 
ing or preventive maintenance. We have Ford 
tractors with 450,000 road miles and many extra 
engine hours to their credit. These truck engines 
often run over 660 hours a month because they 
also work to pump an average of 8,500 gallons 
of LP-Gas at each unloading. 


“As far as we’re concerned, Fords are major- 
league money-makers . . . we have two more 
F-950 Super Duties on order now.”’ 


Solid testimony that Ford’s full-time economy only starts with low price! 


FORD TRUCKS | 


PRODUCTS OF Grd» MOTOR COMPANY 
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| INT Toloy Wale ts 


Study of Council-LPGA merger okayed 


The proposed consolidation of L.P. Gas Council 
and the Liquefied Petroleum Gas Association—long 
only a gleam in the eyes of a few—took a giant 
step toward becoming a reality during successive 
meetings of the boards of directors of both groups 
late in October in Hot Springs, Va. 

In separate meetings, both the Council and the 
LPGA boards voted to allocate funds to hire an 
“outside consulting firm ... to study the feasibility 
of a merger and, if feasible, to propose a suitable 
plan.” 

That was the recommendation of a joint merger 
study committee. In accordance with further rec- 
ommendations made by the committee, each group 
has set aside $10,000 to cover the fees of the out- 
side consulting firm and a subcommnittee is presently 
studying the qualifications of four such organiza- 
tions. 

When chosen, the consulting firm will have two 
basic tasks with the second one predicated upon the 
first. Initially, the firm will have to determine if 
a merger is feasible. That is, will the merger bring 
about a substantial increase in membership par- 
ticipation, income and effectiveness? If the con- 
sulting firm’s study does show such feasibility, then 
the second part of its task will be to devise the 
mechanics of a merger. 

According to information received by BUTANE- 





This new 30,300-gal. w.c. tank car is being deliv- 
ered to Wanda Petroleum Co. of Houston, Texas. 
It is designed and constructed by General Ameri- 
can Transportation Co., and will be used in the 
shipment of LPG and anhydrous ammonia. Shown 
above are (left to right): Charles Hutchinson, 
Wanda; D. E. Johnson, GATX; C. F. Montgomery. 
Wanda; H. L. Schaeffer, T. W. Faulk, F. W. White, 
all of Missouri Pacific Railroad Co., and W. D. 
Ray, Wanda. 


PROPANE News at those meetings, it is expected 
that once chosen, the consulting firm would require 
four to six weeks to determine the feasibility and 
perhaps three to four months to come up with the 
mechanics. The cost of the feasibility part of the 
study was estimated at the meetings as being some- 
where between $5000 and $7500. Should the con- 
sulting firm veto the merger idea, the remainder of 
the original $20,000 will be returned to each group, 
again on a 50-50 basis. 

Other major developments at the meetings: The 
2869 members of the LPGA will have their dues 
raised as of Jan. 1, 1962. After a report of Finance 
Committee—which showed that the association’s in- 
come “to date is running slightly under 1960”— 
and other reports indicating that the LPGA’s plans 
and activities are being hamstrung by a diminish- 
ing funds surplus, the increase in dues was voted. 

The terms of the dues increase (which was first 
proposed in May, 1960 and was deferred twice since 
then) call for the creation of two new classifica- 
tions: Groups 12 and 18. The former will include 
members grossing between $4 and $5 million in 
annual business and the latter will include those 
with over $5 million. Annual dues for Group 12 will 
be $2600 and for Group 13 $3000. Group 11, which 
was the top classification, will be limited to those 
members doing between $3 and $4 million in annual 
sales; dues will be $2200. 

In addition, all members will have their annual 
dues raised nine per cent. That increase—to be 
assessed annually for the next five years—will be 
diverted into the association’s surplus funds ac- 
count. If and when the surplus fund grows, the 
percentage of the increase will be lowered ac- 
cordingly. — 

Those percentages are: Ranges, 20 per cent of 
total shipments reach L. P. gas field; water heat- 
ers, 12.4 per cent; furnaces, 8.5 per cent; con- 
version burners, 2.8; direct heaters, 27.4; vented, 
18.5; floor furnaces, 25 per cent and incinerators, 
3.1 per cent. 

The Council’s Board, after also hearing plans 
for promoting the industry’s 50th anniversary 
next year, reviewing advertising and dealer sales 
aids programs, and approving a $519,475 budget 
for 1962 (up $14,475 from ’61) elected the Tappan 
Co.’s A. B. Ritzenthaler as Council president to 
succeed Pyrofax’ D. G. O’Meara. Fred Ramseur, 
Cities Service Petroleum Co., was elected chair- 
man of the executive committee and James Don- 
nelly, of A. O. Smith, was re-elected secretary- 
treasurer. 
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SAFE, SIMPLE, SILENT GROVE FLEXFLOS” 


FOR ANY PRESSURE REGULATING NEED 


There’s a complete line of Grove Flexflo regulators for pres- 
sure reducing and back pressure services. Flexflos can be 
supplied self-operated, pilot-operated or with Grove elec- 
tric, pneumatic and hydraulic operators. A single moving 
part—a silently flexing rubber tube that can never slam, 
stick or wedge, makes Flexflos simple, dependable. The 
tube assures positive shut-off even though foreign matter 
may be trapped between the core and tube. In cast iron or 
steel; screwed end: 1” to 3”, flanged end: 2” to 12”. Control 
pressure ranges from 2 psi to 1500 psi. 


GROVE REGULATORS 


GROVE VALVE AND REGULATOR COMPANY 


a subsidiary of Walworth 6529 Hollis Street, Oakland 8, California 
Offices.throughout the U. S. and in Western Canada 


C7 Fe) 
PRESSURE 
REDUCING 

FLEXFLOS 


Model 80-820 
where extreme accuracy 
is critical. a, spring 
820 Grove pilot is a diaphragm 


model 
controlled, three-way throttling valve. Seven ad- 
ustable spring ranges from 2 psi to 1200 psi. 
nd for Bulletin #813-B. 


Grove Sets 
Regulator 
Standards 
for Others 


to follow 


80-896A, designed for “pounds to ounces” 
pressure reduction. For inlet pressures to 100 
psi and adjustable control ranges from 2 
ounces to 20 psi. Bulletin 813-B. 


GAS BACK 
PRESSURE FLEXFLOS 


Model 888, self-operated, gas dome-loaded. Setti 
is fast, easy, without springs or pilots. Recom 
ed for natural gas, air and liquids. Bulletin #888-D. 


Model 80-830 features same 
type of pilot as the 

80-820, adapted for j gas 
back pressure regu- 

lation. Designed for 
extreme accuracy. 
Bulletin #813-B. 


Model 80-833, for low pressure services. 833 pilot is 
available with three adjustable s; ring 10- 
30 psi, 15-75 psi and 25-150 psi. Bulletin #a1e-8. 





AGA Labs approve "fallout" heater 


Chattanooga Royal Co., Chattanooga, Tenn., has 
developed a new gas heater and food warmer de- 
signed specifically for fallout shelters. The heater 
is the first such heater to be accepted by the Na- 
tional OCDM and approved by the AGA Labs. 

The unit, operating on either natural or L. P. 
gas, is approximately 16 by 26 by 6 in. in size and 
has a 10,000 Btu input with an automatic safety 
pilot. 


MARKETS | 


Fuel cells—a threat or promise? 


“Tt is likely that fuel cells will serve as.power 
sources in special application within the next five 
years.” Fuel cells to furnish electricity at home 
are “entirely conceivable,” so reported James D. 
Flynn of the Cincinnati Gas & Electric Co., at a 
symposium on fuel cell developments and applica- 
tions during the fall general meeting of the Amer- 
ican Institute of Electrical Engineers. 

According to Flynn, more than 60 governmental 
and industrial fuel cell projects, costing $28 mil- 
lion annually are now under way. 

He felt that it is entirely conceivable that there 
will be a period in our future when central power 





Delegation of LPG marketers recently met with 
Department of Agriculture officials in Washington, 
D. C., to discuss the farm research projects which 
the department is now conducting and is planning 
for the near future. Among those present were 
(from left) M. J. Crafton, Owensboro, Ky., chair- 
man of LPGA’s national affairs committee; Mrs. 
Lenore S. Thye, chief of the housing and equip- 
ment laboratory, USDA; Eugene G. McKibben, 
agricultural engineering research director, USDA, 
and E. Otto N. Williams, Richmond, Va., president 
of LPGA. 


stations will give way to individual fuel cells in 
every home. 

He also pointed out that “fuel cells present both 
a promise and a threat to the electric utilities. 
Their remarkable efficiencies promise to lower 
production costs of electricity. But since they are 
efficient in small sizes as well as large, they po- 
tentially can put each home owner in the power 
plant business.” The greatest role of fuel cells 
will be to power mobile equipment. 


LPG-best fuel for fallout shelters 


Frigikar Corp., Dallas, recently designed an 
“automatic-electro fallout utility system” to func- 
tion entirely on LPG, according to Bert J. 
Mitchell, president. 

He stated that the reason for the complete use 
of LPG as the fuel was because it does not de- 
teriorate. 

The system comprises an automatically con- 
trolled electric power plant, multiple radio-active 
fallout air separators, air conditioning and forced 
air systems. The unit is capable of operating for a 
month without refueling. 


REGEIMBAL: WASHINGTON 


FTC approves selective price cuts 


The Federal Trade Commission now says that 
a supplier can cut his price to only one customer 
if it is necessary to keep an established customer 
(but not to capture new business). Meanwhile, 
the U. S. Supreme Court has agreed to rule on 
whether the Justice Department can enforce a 
Robinson-Patman Act ban on “unreasonably” low 
prices. This decision will set the fates of below 
cost sales. The Court will rule whether the Act’s 
language — “unreasonably low prices” — is too 
vague to be enforceable. 


Champion price cutter: Uncle Sam 


The government has been told by its own audi- 
tor something that private industry has been tell- 
ing it for years—it’s selling its electric power too 
cheap. 

In the case at hand, the auditors, the General 
Accounting Office, pointed the finger to three fed- 
eral projects run by the Interior Department. 
These were Wolf Creek, Center Hill, and Dale 
Hollow projects in Kentucky and Tennessee. 

The auditors noted that the power from these 
three projects was sold illegally—too cheaply to 
comply with the law. The Federal Power Commis- 
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“the best 
cost-cutter and 
business- 
builder we’ve 
ever discovered. 


‘| wouldn’t take our radio out now if it cost twice what it did.” 
That’s how Victor Lagrange, president of Home Gas and Fuel 
Co., Inc. of Lake Charles, Louisiana feels about Motorola 2-way 
radio. His records prove that savings in mileage and phone 
bills alone, more than pay for his radio—so that means the 
savings in driver time and the resulting additional business 
can be counted as profit. And Mr. Lagrange has found new 
accounts easier to open and old ones easier to hold since he 
can provide swift, reliable radio dispatched service. You owe 
it to yourself to find out how Motorola 2-way radio can cut your 
costs—add to your profits. Get a demonstration soon. 


GET THE COMPLETE PROFIT STORY—MAIL THIS COUPON TODAY 


MOTOROLA 23.7%, 


Motorola Communications & Electronics, Inc. 
Dept. ABN-149 
A Subsidiary of Motorola, incorporated, 

4501 Augusta Boulevard, Chicago 51, lilinois 
0 Mail me full fact kit on 2-way radio 
0) Have representative telephone for appointment 
Name___ sbinhiigiencdiiihidiesite <i 
Company___ B ___No. of Vehicles 


Address___ icicleaietciliipstiasckanl 
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sion, which passes on rates of federal projects as 
well as private power firms, rejected the Interior 
Department’s rates in 1958. 

But this failed to stop the public power bureau- 
crats in the Department from selling the power 
from the three projects to the Tennessee Valley 
Authority at these disapproved rates anyway. 


Interior Department officials defended their ac- 
tions by saying that Congress hadn’t objected. 
They brushed aside the fact that the federal in- 
vestment in the three projects was $11.6 million 
higher than they carried on their books—$114.0 
million rather than $102.4 million. They ignored 
the auditors’ note that the TVA should pay (and 
base its resale rates on) a 2.5 percent interest 
rate as with all other such sales, instead of a 2 
percent rate now being charged. 


The auditors also noted that the Army Corps of 
Engineers, which built the projects, and the In- 
terior Department staff still argue over how much 
the three projects cost, a situation that is some- 
how reflective of government efforts to operate in 
the industrial field. 


¢ 


President Robert E. Thomas of Mid-America 
Pipeline Co., Tulsa, Okla., turns a valve to open 
the company’s new Ogden, Iowa terminal. This 
facility will serve central Iowa distributors and 
users. According to Thomas, a 100-mile extension 
will be built next year to Charles City. Mid- 
America also plans to boost the pumping capacity 
of the west leg through the installation of pump- 
ing stations at Abilene, Kansas, and Beatrice, 
Nebraska. Capacity will increase the west leg 
north of Conway, Kan., to 48,500 bbls daily. It 
will increase capacity north of the company’s line 
at Conway to 75,500 bbls daily on the two legs of 
the line. é 


No TVA in West, says administration 


Officials of the Kennedy Administration are 
trying to calm fears that the government is mov- 
ing to set up a giant Tennessee Valley Authority 
in the West or to nationalize the electric indus- 
try. 

Fears stem from the power line grid proposed 
to link the huge federal power dams of the West. 
Instead, top Administration spokesmen say, they 
want a cooperative effort between federal and 
private power systeins. 

Interior Secretary Udall and Assistant Secre- 
tary Kenneth Holum have repeatedly in recent 
months disclaimed plans to create any new TVA- 
type projects. But, at the same time, they make it 
clear the Administration plans a vastly-expended 
federal power program—‘“development of the na- 
tion’s power resources”—with or without coopera- 
tion of private power groups. 

REA power cooperatives will play a major role 
in this expansion, they say. 


Decision near on jumbo car rates 


Final decision was near last month on the con- 
troversy over rates on shipments of L. P. gas in 
jumbo tank cars. Hearings before the Interstate 
Commerce Commission wound up in late October, 
and the hearing examiner was preparing his rec- 
ommendations to the commission. 

Dispute centers around special low rates now in 
effect on these big tank cars (18,500 to 30,000 
gal.). The railroads put the rates into effect under 
protests by several oil companies. 


Opponents of the new rates claim that they are 
too low to compensate the railroads for the cost of 
transportation. They offered as evidence several 
1960 traffic cost studies, and comparable costs of 
truck and pipeline transportation. 

The railroads argue that other commodities, in- 
cluding petroleum naphtha and acetate, are mov- 
ing between similar points in jumbo cars at identi- 
cal or lower rates. 


SUPPLY & TRANSPORTATION 


Wood River is busy scene for Tuloma 
Wood River, IIl., is going to become an important 
center of activity for Tuloma Gas Products Co., 
Tulsa, Okla. In two separate announcements in 
recent weeks the company revealed that: 
@A new 240,000-bbl LPG storage facility has 
been mined out of limestone at the Wood River 
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refinery of American Oil Co., a Tuloma affiliate. 

@ A storage terminal will be built there to han- 
dle shipments of anhydrous ammonia, under an 
expanded sales program. 


The newly completed LPG storage facility, mined 
335 feet below the surface of the earth, is actually 
two separate cavities. The largest, a 190,000-bbl 
capacity cavern, will be used solely for storing 
liquid propane. The other, with a 50,000-bb! ca- 
pacity, will be used for propylene. Products will 
be shipped in and out of the terminal in Tuloma’s 
new 30,000-gal capacity tank cars. 

The anhydrous ammonia terminal will be con- 
structed by the afiiliate American Oil at Wood 
River and Texas City, Texas. Each terminal will 
have an initial capacity of 30,000 tons and be 
capable of handling barge and jumbo tank car de- 
liveries. Two barges, each with a capacity of 1700 
tons of anhydrous ammonia, will be placed into 
service to connect these terminals with producing 
plants. 


Hamilton elected president of Dixie 


R. P. Hamilton, Atlanta, Ga., was recently elected 
president of the Dixie Pipeline Co. Formerly presi- 
dent of Southeastern Pipe Line Co., he succeeds 
F. B. Neptune of Phillips Pipe Line Co., one of the 
founders of Dixie. 

Ralph P. Dougherty, formerly with Minnesota 
Pipe Line Co., was elected vice president. 

Dixie’s 11,000-mile LPG system is now under 
construction between Texas and North Carolina. 





Edward B. Blackman, Corken’s Inc., Oklahoma 
City, is shown giving Senor Jose Ovidio Martinez 
of Langmar, of Buenos Aires, Argentina, the de- 
tails of the company’s 490 compressor. Sr. Mar- 
tinez (right), Corken’s distributor in Argentina, 
visited the plant in late October. 


SUPPLIERS 


"Farm tractor" film produced 


A slide film presentation, “Selecting a Farm 
Tractor,” has been prepared by Warren Petroleum 
Corp., Tulsa, Okla. Purpose of the film is to en- 
courage farmers to compare all cost factors involved 
before selecting an LPG, gasoline, or diesel tractor. 
Materials included with the film prove the economy 
of LPG. 

The film is available on loan from Warren. 


Below-cost appliance selling charged 


Republic-Transcon Industries, Inc., Beverly Hills, 
Calif., last month requested the Los Angeles County 
Superior Court to enjoin California manufacturers 
of gas water heaters from selling below cost. 

Republic charges the defendants sold units below 
cost in order to destroy competition. The firm 
claims that some manufacturers have had to. dis- 
continue making water heaters as a result. 

Defendants named are: American Appliance Man- 
ufacturing Corp., Day & Night Manufacturing Co., 
Utility Appliance Corp., Mission Appliance Corp., 
General Water Heater Corp., Pioneer Water Heater 
Corp., Rheem Manufacturing Co., A. O. Smith 
Corp., and Hoyt Heater Corp. 


MARKETERS 


American Propane buys 2 companies 


American Propane Gas.Co., Omaha, Neb., re- 
cently bought two southeast Nebraska propane com- 
panies: Ward King Propane Service Co. of York, 
with plants also in Friend and Shelby; and the 
Davison Propane Service Co. in Beatrice, which 
also has a plant in DeWitt. 

With these and other purchases, American Pro- 
pane expects sales to top 10 million a year. 


Barton forms distributing company 

The Donbar LPG Corp. has recently been formed 
in Denver to market LPG products throughout the 
state of Colorado. Don B. Barton, formerly manager 
of LPG sales for Skelly Oil Co., is president of 
the new company. 

Donbar will distribute LPG prodvcts under tr 
Skelgas brand through 10 Colorado bulk plants. 


NEWSBRIEFS 


Last month, the FTC dismissed, for lack of 
proof, charges that Rural Gas Service, Inc., West- 
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10,500 W.G. Mississippi Tank T-! Steel Transport cwned by Honolulu Gas Ce, Ltd., Honsiuls. Hawall 


Beauty that's more than skin deep !” 


“The size and striking appearance of our 
Mississippi Tank T-1 Steel transport make 
it the envy of every big-rig driver on the 
highway,” reports proud owner Honolulu 
Gas Company, Ltd., Honolulu, Hawaii. And 
the beauty of this modern equipment is 
not only in its outward appearance, but in 
its remarkable record of performance as 
well: Officials report that the unit has been 
on the road constantly since its purchase 
in October, 1960,.and the only mainte- 
nance expenditures have been for “a few 
flat tires and normal servicing.” 


In addition, the 10,500 water gallon 
capacity transport loads out 8,200 gallons 
of butane in 70 minutes at the refinery and 
unloads in 50 minutes at Honolulu Gas 
Company’s Kapalama Yard! The company 
reports that when propane becomes avail- 
able in November, the unit will haul about 
9,300 gallons and still be within the 
72,000-Ib. G.V.W. limit. 

And making money for Honolulu Gas 
along with this unit will be a second Missis- 
sippi Tank Transport recently delivered to 
our 50th state! 


For Free Literature on units with “beauty” that 
pays off in profits, mail the coupon today! 


Qe ee ee 
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MISSISSIPPI 
TANK COMPANY 


INCORPORATED 


Hattiesburg, Miss. JUniper 3-0262 
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MISSISSIPP! TANK COMPANY, INC. 


Hattiesburg, Miss. BPN-12 


Without obligation please rush literature on: 


—-T-t Steel Transports —Delivery Units 


—-Domestic and bulk storage tank systems 
Name. 

Company _ 

Address 


City and State 
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J. W. Collins 
Walworth 


C. R. Wolf 


Tuloma 


G. L. Brennan 
Warren 


H. J. Goss 
Harper-Wyman 


J. Gribbel D. E. Broggi 


American Meter 





field, Mass., entered into unlawful exclusive-dealing 
contracts with distributors of its LPG. (For more 
details, see April BPN, p. 58.) 


Algas Fuel Supply Co., a Union Oil Co. of Cali- 
fornia subsidiary, recently acquired all of the stock 
of United Propane Gas Service, Inc., of San Fran- 
cisco. Included are 10 plants in Washington and 
Oregon. 


News notes... 


Humble Pipe Line Co. recently announced the 
construction of eight miles of 6-in. pipe line in 
East Baton Rouge parish, designed to handle LPG 
products . . . Saks Fifth Avenue, New York, is 
advertising ‘““LeLuminaire”—candles lit with butane 
gas. Each candle burns for four or five hours... 


Smith Corp., Kankakee, Ill, recently became a 
member of the residential division of the national 
Better Heating-Cooling Council. 


People ... 


Howard J. Goss—from vice president of sales 
at Harper-Wyman Co., Chicago, to vice president— 
director of marketing . . . Dante E. Broggi was 
recently elected treasurer and member of the exec- 
utive committee of American Meter Co., Philadel- 
phia. John Gribbel II was recently elected as a 
director of American Meter .. . G. L. Brennan 
recently retired from the position of senior vice 
president of Warren Petroleum Corp., Tulsa, Dkla. 
.. . Clare R. Wolf, was recently named executive 
vice president and director of Tuloma Gas Products 
Co., Tulsa, Okla. . . . John W. Collins—from presi- 


Richards Industries, Inc. recently acquired Dover 
Corp.’s OPW-Jordan Division, Cincinnati manufac- 
turers of regulator and control valves ... A. O. 


dent of Walworth’s subsidiary, Grove Valve & 
Regulator Co., Oakland, Calif., to president of the 
Walworth Co., New York. 





CURRENT L.P. GAS & LR. GAS PRODUCTION & INVENTORIES 
(A.P.1. figures—in thousands of gallons) 





Other Total Total 
Mixes LPG LRG 


Bu-Pro Iso- 
Butane Mix 


Butane 


Propane 








Production (U.S.) 
October ‘6! 
October ‘60 
‘61 to date 
‘60 same period 


381,960 
367,459 
3,728,345 
3,434,301 


173,303 
164,644 
1,902,324 
1,730,082 


54,191 
47,764 
538,769 
538,818 


66,169 
52,170 
665,189 
558,024 


85,831 
81,382 
820,935 
705,476 


761,454 
713,419 
7,675,562 
6,966,701 


276,761 
256,753 
2,751,855 
2,663,664 








Inventories {10-31-61} 
Zone : 4 16,845 3,913 hve ea 
Zone SAE EE Be = Vee ae ee 73,179 15,102 Bea 1,534 
Zone ee 189,305 30,532 1,398 5,684 
Zone 139,655 11,996 22,960 1,850 
Zone 250,122 276,949 928 49,208 
Zone 333,578 81,392 778 26,096 468,986 8,060 
Zone 5,182 1,206 8,575 yes 15,112 818 
Zone 795 325 67 119 1,451 52,989 
U.S. 421,415 34,706 — 84,491 1,594,150 281,063 
785,294 331,513 35,076 25,238 1,189,998 141,761 


20,758 
90,763 
226,977 
176,638 12,359 
593,465 120,998 


32,900 
37,621 
15,318 
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ROTOR PILOT VALVE 
WR 
HANDLE 


TIMER 
ASSEMBLY 


RESET 
BUTTON 


BASOTROL 


i“ incinerator 


POWER UNIT ASSEMBLY 


GAS 


controls 


.-. assure 100% shut-off, safe, dependable lighting 
... designed for faster installation in any position 


..» power unit, timer, reset assembly, rotor pilot valve, 
and filter can be replaced in the field 


Basotrol valves for gas incinerators are designed 
for maximum timed burning cycles, assuring com- 
plete combustion of waste material. At the same 
time these Basotrol valves provide complete auto- 
matic shut-off of main burner and pilot burner 
gas, if and when the pilot burner should be ex- 
tinguished. 


All of the Basotrol valves are equipped with 
the Baso automatic pilot for complete shut-off of 
main burner and pilot burner gas... either with 
pilot adjustment, or rotor pilot valve with built-in 
pilot adjustment feature for on-off pilot burner 


PENN CONTROLS, INC. 


BASO DIVISION; MILWAUKEE 1, WISCONSIN 
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operation... semi-automatic main burner valve 
with a maximum main burner operation cycle... 
pilot gas filter for less pilot outage. All operating 
units ere easily replaced for fast servicing. 


Install a Basotrol valve in your new gas in- 
cinerator. Pipe size: %'’ N.P.T. Capacity: Nat- 
ural gas at 1’’ W.C., 108,640 Btu/hr. 


Contact Baso Division or your Penn sales 
engineer to assist you in selection and application 
of incinerator valves to meet your individual re- 
quirements. 


Hioneers in Lhermockesttie gas coritrols” 














SURE SIGN OF 
SUCCESS! 


Cooper & Son Propane Company 
Pond Creek, Oklahoma 








Operating the successful Cooper & Son Pro- 
pane Company, Rollo Cooper needs no 
convincing about the advantages of joining 
the Cities Service Branded Program. 

The Coopers originally owned a service 
station, handling Cities Service products. 
After developing a profitable business, they 
decided to set up an LP Gas Company. Once 


500 Robert Street 
St. Paul 1, Minnesota 


3101 Euclid Avenue 
Cleveland 15, Ohio 


7730 Carondelet Ave. 
Clayton 5, Missouri 


3435 Broadway 
Kansas City 11, Missouri 


20 N. Wacker Drive 
Chicago 6, Illinois 


701 Sherland Building 
South Bend 1, Indiana 


660 Beacon St. 


Boston, Mass. Atlanta, Georgia 


1776 Peachtree Road, N.W. 


again, they turned to Cities Service for a 
quality product, a respected brand name, 
and reliable service. It paid off! 

Today, after 14 years with Cities Service, 
the Coopers are doing better than ever. You 
will, too, when you join the Cities Service 
Branded Program. The Cities Service sign is 
a sure sign of success! 


CITIES 
SERVICE 


170 University Avenue 
Toronto 1, Canada 


1658 East Euclid 
Des Moines 13, lowa 


626 E. Wisconsin Avenue 
Milwaukee 2, Wisconsin 


P. 0. Box 2890 
Miami, Florida 


Slattery Bidg., Shreveport, La. 
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Formula for calculating 
propane vapor in tanks 


North Carolina 


What is the formula for calculat- 
ing the equivalent gallons of pro- 
pane vapor in 30,000- or 18,000-gal 
tanks? 

D. W. M. 


The formula for calculating the 
equivalent gallons of propane vapor 
in 30,000 or 18,000 tanks is as fol- 


lows: 


Vi X Pi X T: 
7.48 x Pe x T, X K 
Where V. = Volume converted to gal- 
lons of liquid at 60 deg F 


V; Volume of containers 


V2 =- 


(water capacity) 

P, = Pressure in container psia 
(at elevation of tank 
Temperature in vessel = 
460 + deg F 
14.7 (absolute base pres- 
sure) 

Base temperature = 60 
deg F = 520 deg ABS 
Cu ft LPG vapor per 
equivalent gallon at 60 
deg F and 14.7 psia 


K varies with the quality of the 
fuel, that is pure propane will pro- 
duce 36.45 cu ft per gal, while pure 
normal butane will produce only 31.79 
cu ft per gal. Mixtures of the two 
will produce quantities of vapor in 
proportion. Check your  supplier’s 
shipping papers to determine the 
value of “K” for the fuel you are 
measuring. 

However, when you want to deter- 
mine the amount of L.P. gas con- 
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cial LPG... 





inimail 


tained in the vapor space of a par- 
tially filled tank, you can do it in the 
following manner: 

Assume the container has a water 
capacity of 30,000 gal and that the 
liquid volume gauge indicates the con- 
tainer has 40 per cent of its capacity 
filled with liquids. This leaves 60 per 
cent of the vessel’s capacity, or 18,000 
gal, filled with vapor. 

Then, 18,000 gal represents the 
volume occupied by the vapor and 
will be substituted for V: in the for- 
mula. Other numerical values will be 
substituted for the symbols in ac- 
cordance with the explanation in the 
list. V: is then calculated and the 
quantity thus determined is added to 
the volume of liquid in the container 
to give the total equivalent gallons of 
L.P. gas the tank contains.—Ed. 


Se 


Physical constants for 


commercial LPG 
Florida 
From time to time we who are 
handling L. P. gases are at some- 
what of a loss to determine the ex- 
act Btu content of the various types 
of L.P. gases and the several mix- 
tures. Would you please send me 
the latest available information, 
spelling out the exact Btu content 
of the various types and mixtures 
of gas on the market at present? 
P. F. H. 


Pure propane and pure butane have 
heating value that have been very ex- 
actly determined, and these heating 
values are consistent. The pure gases 
can be produced and are available— 
for a price. There is little need for 


Information Desk 


Formula for calculating equivalent gallons 
of propane vapor in tanks 
determine physical constants for commer- 


. . How to 


the chemically pure product except 
for laboratory purposes or a few 
special jobs which do not require 
volumes. 

Commercial products contain vary- 
ing amounts of neighboring hydro- 
carbon compounds. With commercial 
mixtures of butanes and propanes, the 
variations may be endless in number. 
If you can obtain the analysis from 
your supplier, the exact heating value 
and other pertinent data can be cal- 
culated in the manner outlined and 
illustrated by Table No. 1, Part 2, 
Chapter 2 in the Handbook Butane- 
Propane Gases.* 

Many members of the L.P. gas in- 
dustry were aware that no consistent 
values of the various principal phys- 
ical constants were published cover- 
ing the commercial products of bu- 
tane and propane. The Technical & 
Standards Committee of the LPGA 
canvassed the industry and, after con- 
siderable study, prepared a set of 
physical constants for commercial 
quality propane and butane. The val- 
ues are as follows: 


Butane Propane 
Btu/cu ft 3,280 2.516 
Btu/Ib 21,221 21,591 
Btu/gal 102,032 91,547 
Cu ft/lb 6,506 8.58 
Cu ft/gal 31.26 36.39 
Lb/gal 4.81 4.24 


The above constants are the aver- 
age from the analysis of commercial 
products produced by a large segment 
of L.P. gas producing companies. 
Finding a carload of product that 
exactly meets the above analysis will 
be purely coincidental, but the ma- 
jority of commercial products will 
meet the above figures within reason- 
able tolerances.—Ed. 


*Handbook Butane-Propane Gases is 
published by BUTANE PROPANE News. 


21 





By providing metered LP-Gas service to more than 
200,000 ee ae consumers, Fuelane Corpora- 
tion, Liberty, New York, is building more sales volume 
than ever before fromm Maine to Maryland. This “city- 
type” method of accurately measuring LP-Gas gives in- 
creased customer confidence, and for Fuelane it reduces 
expensive cross-hauling, out-of-gas calls, and accounts 
receivable. The many advantages of metered service 
make it one of Fuelane’s most effective operating tools. 
Fuelane uses American Meter Company’s WC-45-LPG 
Welded Steelcase Meters. 











Time-tested features pioneered by American®, plus many 
refinements in design, are incorporated in the WC-45- 
LPG Meter to make it ideal for average domestic mee. 
It has an internal, counter-type index protected | 
clear plastic cover, Duramic Siechraaiier and oil 
pregnated porous bronze bearings, Rated ity ji is 
45 cfh propane, 40 cfh butane at %-inch w.c, ‘ential, 
with 5 psi working pressure. For full mation write 
for Bulletin 316. 


AMERICAN 


va ictametenlans -_ COoOMmPAnws 
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Cyoud Ue “Vue 


By WILLIAM W. CLARK »* Editor 


Lesson in lexicography 


MANY OF THE ILLS THAT BESET TODAY’S SOCIETY 
STEM FROM MAN’S PECULIAR ABILITY TO CONTORT 
LOGIC TO SUPPORT HIS OWN VIEWS. Having ar- 
rived at an irrational, self-serving conclusion, he 
backtracks his way through a maze of faulty, 
half-true propositions in order to find “proof” of 
whatever it is he wishes to prove. 

Not being privy to the workings of the mind 
of Kenneth Holum, Assistant Secretary of the 
Interior, I wouldn’t be able to even guess at by 
what paths he arrived at his conclusions regard- 
ing the place of co-operatives in a free-enterprise 
society, but it must have been quite a trip. 

The honorable Mr. Holum (who incidentally 
has quite a grasp of the oratorical idiom) re- 
cently delivered a most eloquent address before 
the Minnesota Association of Cooperatives at St. 
Paul. Those of his assertions that are quoted 
below are so untenable as to be in themselves 
not worth repeating; they are repeated here only 
to demonstrate the difficulties we face in any ef- 
forts to roll back the tide of co-operativism. 

These are the Honorable Mr. Holum’s verbatim 
arguments in trying to reconcile co-operatives 
with free enterprise: 

“A lesson of history that we have all learned 
is that we must constantly prevent the strong 
from taking advantage of the weak. We have 
learned all too often that, given the opportunity, 
man will selfishly dominate his fellow man. . 

“One of the most durable ideas that has con- 
tributed in great measure to the welfare of our 
people today, materially as well as morally, is 
the principle of doing business cooperatively. No 
other vehicle of economic activity better carries 
out democratic ideals of free enterprise or makes 
better use of human and material resources. .. . 

“I happen to believe in capitalism and free 
enterprise. And there is no finer example of 
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either than our cooperative enterprises.” (Italics 
ours.) “Down through the ages the cooperative 
has stood as a symbol of economic justice. One of 
the great by-products of the cooperative move- 
ment is not only the yardstick measurement of 
fair price and fair return that it has become 
famous for, but it has promoted by the the very 
nature of the cooperative way of doing business, 
a keener and broader interest in personal initia- 
tive, private ownership and interest in economic 
activities.” (Mr. Holum needs a grammarian at 
this point.) “All of this is important to the 
preservation of democracy. 


“Yet you and I both know here tonight that 
cooperatives have implacable enemies who spend 
millions of dollars to bring about their demise. 
I would not silence them, for I believe in freedom 
of speech and thought. 


“But I would ask them if they can seriously 
claim devotion to the principles of free enter- 
prise and in the next breath, challenge the rights 
of cooperatives to exist. I ask if anyone can 
honestly claim belief in preserving competition 
in business activity and yet call for legislative 
action to strangle the life out of cooperatives and 
thereby remove competition. 


“Only last week I was reminded once again of 
the versatility and value of the cooperative 
method in helping people to help themselves. It 
was the story of how in Saskatchewan, Canada, 
the provincial government has assisted the In- 
dians in the northern part of the province to a 
better way of living via the cooperative method. 
For years the Chippewas had been exploited by 
the Hudson Bay Co. and were kept in a constant 
state of poverty. Through cooperative organiza- 
tion, they gained the bargaining power which 
they never had before. .. .” 


If Mr. Holum’s assertions were not so ap- 
palling, they would be laughable. Apparently he 
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All through the year we have a deep sense of appre- 
ciation for our customer friends. 


Now at Christmas time we send you our special thanks 
and sincere Holiday Greetings. 


Std Richardson 
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Cuyoud He Vluins (continued) 


has chosen to blind himself to the facts. Let’s 
analyze some links in the chain of his pro-cooper- 
ative argument: 

“... prevent the strong from taking advantage 
of the weak.” Which, Mr. Holum, is the strong 
—the independent, one-man L. P. gas dealer with 
a $50,000 capitalization, up to his Adam’s apple 
in debt (at prevailing market rates) or the cod- 
dled giant of a co-op, which can buy customers 
with 2 per cent government money and can bring 
tremendous economic pressure to bear against all 
competition ? 

“.. no finer example of (capitalism and free 
enterprise) than our cooperative enterprises.” 
I don’t know what dictionary Mr. Holum uses, 
but the Webster’s we have in our office puts the 
words “for profit” right in the definition of free 
enterprise. We have always been led to believe 
that co-operatives are not supposed to make a 
profit. That they do is a constant source of em- 
barrassment. The dividends they return to their 


“patrons” (owners) still manage to escape taxa- - 


tion, so we can only conclude that they are not 
dividends at all, in the profit-making sense of the 
word, but something else that defies definition. 

If it is true that there is no finer example of 
capitalism and free enterprise than our coopera- 
tive enterprises, it would seem to be unassailable 
logic that if every business in the U. S. were 
organized as a cooperative we would have reached 
the ultimate in pure capitalism and free enter- 
prise. In such a situation, all businesses, being 
cooperatives, could operate tax-free. With this 
tremendous tax base removed, a crushing tax 
burden now carried by business would have to 
be shifted. Who would be left to pay it? The 
working man? The little guy whose very image 
has brought tears of emotion to the eyes of such 
as Mr. Holum for the past 28 years? 

No, Mr. Holum, cooperatives are not the “finest 
examples of capitalism and free enterprise.” 
They are an anomaly, purely and simply. 

“T_ask if anyone can honestly claim belief in 
preserving competition in business activity and 
yet call for legislativé action to strangle the life 
out. of cooperatives and. thereby remove compe- 
tition.” 

Is that, simply. 4 rhetorieal question,’ Mr. 
Holum, or.do you really want an answer? If you 
do, kindly..rephrase.it: we refuse’ to:be led into 
‘a “have-you-quit-beating-your-wife”. question. 

‘The legislation that has*been proposed in: the 
past by those. reactionary rascals in- the Eisen- 
hower - Adniinistration .. would 
wealthy-co-ops out into: the money markets for 
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(f),-send . the: 


their funds just as the people we lump under 
“free enterprise” must do, and (2) place a single 
tax on dividends, which is considerably less than 
must be paid by corporations, where the profits 
are taxed twice. This would not seem to be an 
effort at strangulation, though we may be lack- 
ing the keen perceptivity of a man whose nimble 
mind can see co-operatives as our “finest ex- 
amples” of free enterprise and capitalism. 

It is either utter stupidity or the worst sort 
of demagogery to claim that efforts to put co- 
operatives on an equal basis with their competi- 
tors would “strangle the life” out of them. But 
even if the legislation proposed should do just 
that, it would not “thereby remove competition.” 
In fact, it would probably be the best stimulus 
to competition that was ever initiated. 

The final quote, concerning the Indians in 
Saskatchewan, was reproduced primarly to illus- 
trate the confusion that exists as to the nature 
and purposes of co-ops. Apparently—though Mr. 
Holum does not make it too clear—this co-op 
was formed to enable the Indians to get a fair 
price for their produce. If this is true, it was a 
true “marketing co-op,” and as such has merit. 
Unfortunately, as established today, co-opera- 
tives are considered as co-operatives, whether 
they engage simply in the joint marketing of the 
goods they produce or whether they buy and sell 
electricity, oil, gas, or imported Ming dynasty 
objets d’art. 

Until at least the latter type of cooperatives 
are put on an equal footing with their competi- 
tion, they will not be “the finest examples of 
capitalism and free enterprise,” no matter what 
Mr. Holum says. They do not promote competi- 
tion; they stifle it. 

It might interest Mr. Holum to know that the 
persons most vitally hurt by the co-ops are the 
“little guys” who must compete with them. We 
would assume that, if this fact were impressed 
upon him, his answer would be that these same 
little guys should themselves form a cooperative. 
This would appear to be his cure-all for what 
ails the economy. 

At intervals during the past few years we have 
plumped for education of employees in national 
affairs. We have applauded the efforts of Phil- 
lips Petroleum Co. and others who have under- 
taken this work. But sometimes we wonder if 
they haven’t placed the cart before the horse. 
Education in the free enterprise system is not 
so sorely needed at the grass roots as it is at the 
top. What better place to start than in the office 
of the Assistant Secretary of the Interior? @ 








‘ : | i ee 4 Ps . : ; 
«) The ROBERTS HAW Se eeraliite wall thermostat 
with the new Best switch..-operates in any 
- position, requires no leveling... | 


| 





When City Gas air conditioned’ its own 
building with an engine-driven natural 
gas systefn, it went one step further and 
made an advertisitig tool of the ‘installa- 
tion. Small building at right, located 
in center of parking ‘lot, has glass front 

_ be that operation of air-conditioning 
equipment can be watched. Sign says: 
"Gas air conditioning in operation." 
One of aims has been to spread the 
idea. that gas is an air-conditioning fuel, 
and the leasing. program has done much 
to. carry ‘this message. 


For rent: summer comfort 


City GAs Co. OF HIALEAH, FLA., AGGRESSIVE DISTRIBUTOR 
oF LPG and natural gas in the Greater Miami area, is build- 
ing its summer load through a program of leasing gas-fired 
air conditioning equipment. 

In a little more than a year, City Gas has installed 3- and 
4%%-ton central air conditioning units on 10-year leases in 
some 45 small business buildings, medical offices, small 
restaurants, retail stores, churches and nightclubs.! And 
the missionary work of the concerted sales and engineering 
campaign in this field is beginning to pay off in the form 
of unsolicited inquiries and decreased sales resistance. 

Tailored specifically for small conimercial installations, 
the lease plan is putting gas-fired air conditioning equip- 
ment into a territory where use of this fuel for comfort 
cooling has been virtually unknown. 

When City Gas began distribution of natural gas in 
1959,? one of the announced goals of the company was to 
tackle the air conditioning market as a way of leveling 
out the curve between winter and summer consumption. 
After research, planning and study, the leases-for-small- 
commercial-installation :program was selected as the spear- 
head for the air conditioning drive because of the sales ad- 
vantages it offered. 

The leasé program has been directed by Kenneth C. 
Kessler, City Gas. sales ‘manager. To handle most of the 
actual contact work and to maintain a steady concentration 


1. While the small commercial field .is a handsome market on its 
own, City Gas officials hope to use the current. campaign as a spring- 
board to bigger loads. The exposure to gas as air conditioner fuel, 
as generated by the lease plan, will make it easier-'to sell installa- 
tions, without leases, in buildings requiring bigger equipment and 
bigger gas loads, they feel. This market, however, will probably be 
limited largely to natural gas. 


2.. City. Gas Co. actually -has. been a gas utility for a dozen years. 
Before the arrival of natural gas it distributed propane through a 
piped system. It also distributed LPG beyond the mains. For more 
information on the growth of ‘City Gas, see BPN, December 1959, p. 32. 
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Installation of LPG-fueled air conditioning and 
heating system at church is inspected by Kenneth 
C. Kessler, City Gas sales manager (left), and 
Charles P. Mugele, sales engineer. 
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In Miami the ''summer'’ is nine 
months long, so the cooling load 
is better than the heating load. 

With a lease plan, City Gas 
Co., a combination natural gas 
utility and LPG marketer, has 
invaded this field. 


on this goal, the company set up a 
one-man department in the person 
of Charles P. Mugele, sales engi- 
neer. 

The first installation was made 
in June, 1960, to air condition the 
offices of a warehouse. This was ex- 
perimental throughout but, because 
of the advance study which had 
gone into this plan, the lease ar- 
rangement and the installation 
steps were so satisfactory that later 
deals followed substantially the 
same pattern. 

In studying the market, the com- 
pany found that, in comparison 
with electric rates, there was no 
sales advantage where they were 
competing with residential room air 
conditioners. Neither was there 
any rate differential to capitalize 
on in central systems above 10 tons. 
But in the small commercial field, 
Mr. Kessler and Mr. Mugele found, 
there was a rate differential which 
would permit them to lease gas- 
fired equipment (more expensive 
than electric), fuel it and service 
it, at a saving to the consumer. 
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Outlying offices of doctors or dentists or neighborhood medical 

clinics offer possibilities for leasing of air-conditioning equip- 
ment. The remote unit was installed on roof of this doctor's 
office in Coral Gables. 


Small business of- 
fices, like this 
sales and man- 
agement office 
for a firm man- 
facturing sham- 
poo, are inter- 
ested in lease ar- 
rangements for 
air conditioning. 


For example, on a 5-ton unit, the 
electric rate for air conditioning is 
4.5 cents per kwhr. At 1.4 kwhr 
per ton input, the hourly operating 
cost on such a unit is 31.5 cents. 
With the corresponding L.P. gas 
equipment (a 4%-ton unit), at an 
hourly input of 180,000 Btu and 
a rate of 14.7 cents per gal, the 
operating cost is about 29 cents an 
hour. 

L.P. gas does not offer as great 
a rate advantage as does natural 
gas, which costs about 15 cents 
per hour, but there still is some 
advantage. At a rate of 14.7 cents 
a gallon for propane, the operating 
cost on a 8-ton air conditoning unit 
runs about 19 cents an hour. With 
electricity it is 21-22 cents an hour. 
On a 4%-ton installation, the L.P. 
cost is around 29 cents an hour, 
against 31.5 cents for electricity. 

“Because of our policy of no- 
charge-for-service and the advan- 
tages to the customer through the 
lease plan, we feel we are competi- 
tive with electricity with both types 
of gas, and could show him a sav- 


ing even if the gas rates were 30 
per cent higher than electricity,” 
says Mr, Mugele. 

Of the total installations made 
by leases’to date; a dozen (or more 
than one-fourth) are using L.P. 
gas. 

Under a. lease agreement, City 
Gas assumes all service costs, in- 
cluding: parts replacement. . With 
electric air eonditioning, service is 
charged for, -in one form or: an- 
othér,. except for parts. warranties. 
“With our lease proposal we can 
show ° the. prospect, that the: lease 
figure is the last figure; there are 
no additional costs ‘to be. taken care 
of some time in the future.” Since 
the company is set up to provide 
free service on all its gas installa- 
tions, this policy on lease systems 
has. proved an inexpensive item to 
the company and a big selling point 
in lease negotiations, Mr: Mugele 
said. 

Mr. Mugele found that public 
awareness -and ‘acceptance of the 
lease idea are general. There was 
little need to “sell” this part of the 
package. “The main thing is to 
point out that the lease figure is a 
complete tax write-off each month 
for the customer, since title to the 
air conditioning system stays with 
City Gas.” 

With these sales tools available, 
Mr. Mugele nevertheless found his 
missionary work tough going. 

“In this area, the public associ- 
ates air conditioning with electric 
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small commercial installations 


City Gas installed its first leased air-conditioning system at this 
drive-in restaurant. Owners have. found that an_ air-conditioned 
dining room is. an important patronage builder. Sign on marquee 


plugs air-conditioned dining room. 


power. Many people just. waved me 
away.” 

One successful technique was a 
comparison, if he could prevail 
upon the prospect to make it,.of the 
differences in costs of equipment 
and operation. of “a conventional 
air conditioning system” and ‘“‘the 


City Gas Air Conditioning Plan.” 
A prepared pamphlet listed the 
items which should go into such 


a comparison. Mr. Mugele urged 
the prospect to obtain firm figures 
for these expenses and calculate 
what an electric-powered. system 
would cost, in comparison with 
City’s lease proposal. 

Under the “conventional system” 
were listed, for maintenance and 
installation expenses: equipment 
costs,. installation charges, monthly 
service contract, parts replacement, 
banking purchase charges, property 
taxes, bookkeeping expenses, and 
equipment overhaul. And under op- 
eration expenses for the same type 
of system were listed base charges 
(kilowatts times the rate) and de- 
mand charges. The two totals gave 
the complete monthly costs of own- 
ing and operating a conventional 
system. 

Under the “City Gas Air Condi- 
tioning Plan” were listed only two 
items: base charges (therms times 
the rate) and the monthly lease 
plan payment. The total of these 
two items gave the gas system fig- 
ure to compare with the electric 
system figure. 
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In this church, the installation design of the system permitted the 
church to have, actually, two air-conditioning systems powered by 
one unit. It is possible to switch off the system from one section of 


the church building to another. 


“This comparison is particularly 
telling .because it: shows up all the 
expenses connected with the gen- 
erally accepted form of air condi- 
tioning,” Mr. Mugele said. “And 
one thing that we could point out 
effectively is that the average life 
of: a compressor used in a conven- 
tional system is. seven years, mean- 
ing. that the owner faced an over- 
haul bill at some time in the future. 
With our equipment,-of course, that 
would ‘not océur,, because we assume 
all maintenance costs.” 

City .Gas selected .Bryant gas- 
fueled céntral.air conditioning sys- 
tems. as-the equipment for this cam- 
paign. ‘These-systems, often used 
in- conjunction: with central -heat- 
ing ‘systems,. are, the. heat. absorp- 
tion type, with the manufacturer’s 
life estimate ‘set. at 17. years. 

The Bryant’ equipment: uses-a re- 
mote chiller unit. If {most of City’s 
installations this’ has. been .placed 
outside the. building. There it is 
easily installed, eastly serviced, and 
easily removed’ if, necessary; and 
noise and. vibration 4re . isolated 
from the building: 

Inside the. building,, usually in 
the main duct, a coil is installed 
and a -blower circulates the °cooled 
air. 

The equipment is adaptable to 
various installation situations, and 
in a number of cases has been 
combined with .some form of gas 
heating, which can be turned on 
when the air conditioning system 


is turned off and which utilizes 
the same interior distribution sys- 
tem. 

City Gas contracts with air con- 
ditioning firms to engineer and in- 
stall the systems, but the company 
provides the equipment. The air 
conditioning contractor thus takes 
over the job of obtaining necessary 
permits, checking on code require- 
ments, making electrical connec- 
tions, and other detail work, in ad- 
dition to the main job of install- 
ing the equipment. A plus factor 
resulting from this arrangement is 
that air conditioning contractors 
thus are being exposed to the idea 
of gas-fired conditioning, after 
years of thinking in terms of elec- 
tricity only. 

For about six months the one- 
man City Gas air conditioning de- 
partment had little to show but 
some “experimental” installations. 

“But, suddenly, around Christ- 
mas time, when you would least ex- 
pect interest in air conditioning, 
the contact work started to pay off,” 
Mr. Mugele said. “Inquiries started 
coming in, both from people we had 
contacted and had given estimates 
to, and from others who had heard 
about our lease plan indirectly.” 

The program gained in volume 





A reprint of this article can be 
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For rent 


and activity and, although the total 
gas consumption from the air ccn- 
ditioning leases represents only a 
small portion of the company’s gas 
distribution, it is considered the 
beginning of a substantial summer 
load. On each lease installation 
already made, the average consump- 
tion during the nine air-condition- 
ing months is 300 therms*® a month, 
or 260 therms monthly average on 
a year-round basis. 

Perhaps the outstanding success 
in the leasing field has been at a 
shopping center, a development 
which was piped for natural gas 
as it was being built. This center, 
known as a “strip” shopping cen- 
ter, as contrasted to a larger re- 
gional shopping center, opened 
with 24 store units. 

Of the total, three of the shops 
were too large to be air condi- 
tioned with the equipment used in 
the lease plan. Three others were 
national chain units for which the 


3. 300,000 Btu, or in excess of 300 gals 
of LPG. 


plans were drawn in chain head- 
quarters. Four stores, such as a 
coin-operated laundry and. a paint 
store, were not interested in air 
conditioning. Six stores had not 
been rented when the center opened, 
and could not become prospects 
until a tenant was obtained. 

Of the remaining 10 units, Mr. 
Mugele signed eight. 

The contact in this case was the 
developer of the center. Mr. Mu- 
gele sold him on a plan for air 
conditioning the center’s own ad- 
ministration office, on a lease plan, 
then obtained names of tenants as 
they became interested, and con- 
tacted them. 

The lease system is particularly 
appealing to tenants coming into 
new shopping center quarters, Mr. 
Mugele said, because they are un- 
der considerable financial pressure, 
with rental payments, cost of fix- 
tures and decorating, expenses of 
stocking the store and advertising 
it. A lease deal, which means they 
can have air conditioning without 
a large capital outlay, either in 
cash or financed, sounds good. 

A dividend from this shopping 


center success, he said, is that five 
air conditioning installations have 
been made at other locations as a 
direct result of the shopping cen- 
ter leases, and there have been at 
last 20 inquiries. 

The first LPG installation was 
made early this year, at a drive-in 
restaurant in an area where nat- 
ural gas is not yet being distrib- 
uted. A 414-ton unit was installed 
here to air condition the dining 
room. Drive-ins have found that 
to maintain patronage they need 
a comfortable dining room as well 
as car-hop service. 

Among the best prospects for air 
conditioning leases using L.P. gas 
uncovered by Mr. Mugele are 
churches, restaurants and doctor’s 
offices. Often these are located be- 
yond or off the natural gas mains. 
Many doctors and dentists have 
moved into suburban areas to avoid 
traffic and to be closer to their pa- 
tients. Restaurants, like churches, 
may be found almost anywhere. 

A church in suburban Opa-locka 
is considered one of the most effec- 
tive users of the City Gas lease 
plan, and the installation here is 





happy 
thou ht 


nD \ 


ore 


a neki a4 
é yYOUCALL ~ 


HAPPY THOUGHTS FOR BUSINESS MEN 
Good News: You don't -bave to buy, install or 
maintain. Leasing of various types of equipment is an 
accepted good business practice that can save on 
capital outlay, expensive maintenance and 
installation investment, But... did you know 
that you could lease air conditioning? It is mew 
from City Gas Company of Floride. 

Businessmen, professional men, clinic building owners 
con enjoy fresh, cool, circulating air from 
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PROVIDES ALL MAINTENANCE 
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° Heating included im most cases, 


PLEASE YOUR ACCOUNTANT 
Beyond comserving r capital, icasing bas 
+ important advantages as a write off. 


Complete comfort for efjmient office toutine, 
Only one res, for perject cooling comfort— 
the gas company. 

FLEASE YOURSELF 

In neany instances the rental plus the gas bill will 
be less than the operaton cost of conventional 

type of sytem. 
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At left is the front cover of the brochure City Gas uses to promote its leased air-conditioning’ system. At right, is center. 
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fueled with L.P. gas. Eventually, 
this structure will get natural gas, 
now being distributed by City Gas 
through mains about a mile away. 

Two 414-ton units were installed 
at this church plant. The entire 
building contains the church area 
proper, plus rooms for church 
school classes and other space for 
parish business and social meet- 
ings. The installation was so en- 
gineered that the building is di- 
vided into two zones, and these can 
be air conditioned singly by a 
switching arrangement. Thus, for 
the church proper, the air condi- 
tioning need be on only when there 
is to be a worship service. It can 
be switched to the other areas for 
social activities during the week. 
City Gas also installed a central 
heating system, using the same duct 
work for both heating and air con- 
ditioning distribution. 

Although this is the first church 
installation made by City Gas, the 
firm believes that churches offer a 
fine potential in this activity, chiefly 
because of the lease plan. Churches 
often have difficulty raising funds 
for capital improvements, so the 
pay-as-you-go principle of the lease 
is an appealing one. 

Another means of capitalizing on 
L.P. gas, Mr. Mugele found, was 
in outlying areas where electric 
service may be subject to inter- 
ruptions. This was the case with a 
restaurant which took out its elec- 
tric system and replaced it with one 
fueled by propane. The owner had 
been troubled with. disruptions to 
electric service and also, because of 
his outlying location, had trouble 
getting service from air. condition- 
ing firms. -City Gas had promised 
prompt service on any trouble calls, 
and that was one of the reasons for 
his switch, Mr. Mugele said. As a 
dividend to this installation, ‘the 
owner has ordered gas lights in- 
stalled in his parking lot and in the 
restaurant as stand-bys in event of 
electrical failure. 

About 60 per cent of the leas 
negotiated by City Gas for air con- 
ditioning systems have been in new 
construction work. In such selling, 
Mr. Mugele said, it is necessary to 
make the sales presentation early. 
It is best to approach the owner 
or the architect, and before the 
contract for the construction has 
been let, to be sure that a gas 
system is ‘specified. If it is left 
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to the general contractor to se- 
lect the air conditioning system, 
he probably will choose electric 
because of the lower initial cost, 
and is, of course, not interested in 
any lease arrangement, Mr. Mugele 
pointed out. 

Some of the leases have been 
negotiated with persons dissatis- 
fied with their previous systems, 
and some have been to provide air 
conditioning in established offices 
or stores or buildings not previous- 
ly air conditioned. 


The 10-year leases have a provi- 
sion for repossessing the equipment 
in event a customer-firm fails in 
payments on the lease or the firm is 
sold or for some reason is forced 
to go out of business. A. waiver 
also is obtained from the owner of 
the property, if it is other than the 
company leasing the air condition- 
ing system, allowing City Gas to 
remove the equipment if the lease 
becomes void. 

The remote installation of the 
chiller unit makes repossession rel- 
atively simple, and at the same time 
it gives a selling point because such 
an installation is quieter than one 
installed inside the building. 

Under provisions of the — lease 
used by City Gas, title to the air 
conditioning unit remains with the 
utility. The lease is renewable, but 
there is no option for the customer 
to purchase the equipment. -This 
makes the tax write-off. advantage 
of the lease clear-cut: 

If any customer’ -‘decided:. he 
wanted to purchase the: equipment 
and void the lease,.it would: be 
agreeable to the company pro- 
vided an acceptable price could be 
settled on, Mr. Mugele indicated. 
City Gas, he pointed out, is in the 
lease business only to sell more gas 
and not to profit from leases of 
equipment. 

However, the lease program has 
not been designed as a “giveaway” 
project in order to build a gas load, 
he said. “We take a markup on 
the equipment and installation costs 
and we have projected our costs 
as well as we can to cover all our 
overhead and our investment costs. 
How we will come out at the end 
of 10 years is difficult to tell in one 
year, but we have every intention 
of making a reasonable profit from 
the lease program as well as build- 
ing our gas load.” 


Carrying charges under the lease 
are figured at 8 per cent. The leases 
are held by the company (no sub- 
sidiary leasing firm enters into the 
picture) and become part of the 
company assets. 

City Gas makes its own credit 
check of potential customers. 

After figuring all costs and 
charges, the company developed a 
quick formula for estimating leases. 

Cost of the equipment (to City 
Gas) is added to the estimate from 
the air conditioning contractor for 
installation of the equipment (ex- 
clusive of duct work). To this is 
added 17 per cent of the total of 
the two. Fifty per cent of that 
total is then added, and the sum 
is divided by 120 months to obtain 
the monthly lease payment figure. 

For example: 

Equipment cost (3-ton 
unit) $1300 
Installation 500 


Sub total $1800 
Plus 17 per cent 306 
Sub total $2106 
Plus 50 per cent 1053 

Total $3159 
Monthly payment (1/120th), 
rounded off = $27.00 

Duct work, which cannot be cov- 
ered by the lease because it is not 
repossessable, must be paid for in 
cash (or by extended payments, if 
approved) at the time of the in- 
stallation. 

Using combinations of the 3- and 
4%4-ton Bryant units, City Gas is 
able to provide any needed output 
up to 10 tons. 

City Gas hopes to develop bigger 
LPG loads, along with natural gas, 
as a result of the campaign for 
small commercial air conditioning. 
Natural gas, of course, offers the 
greatest potential because of the 
lower rates, but the company feels 
it is easily possible to merchandise 
LPG-fueled air conditioning above 
10 tons in locations where natural 
gas is not yet available. 

Althouga company leases are not 
practical on the larger installa- 
tions, City Gas representatives 
point out to prospects that they 
can make lease arrangements, 
rather than an outright purchase, 
through one of the many national 
leasing companies. a 
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Anniversary plans crystallize 


Council aims for 


INDUSTRY 





CONSUMER PROMOTIONAL IMPACT PLUS ACHIEVEMENT 
OF A NEW DIMENSION OF “INDUSTRY STATURE” are the 
main targets of the L.P. Gas Industry’s 50th Anni- 
versary program for 1962. The program was pre- 
viewed at the National L.P. Gas Council Board of 
Directors’ meeting at The Homestead, Hot Springs, 
Virginia, October 24. 

Overall emphasis on stature-building will increase 
industry prestige in the eyes of our consumers and 
prospects and of the nation’s business and profes- 
sional communities, said Council president A. B. 
Ritzenthaler, The Tappan Co. But the overriding pur- 
pose of the entire program, he added, is to “sell more 
_ LP gas, more appliances and more equipment.” He 
termed the program “grass roots practical.” 

Plans include separate programs for trade maga- 
zines; the national associations representing produc- 
ers, manufacturers and marketers; state marketer 
associations; the producers, manufacturers and deal- 
ers as individual companies . . . plus presenting special 
business promotion benefits for Council members. 

Council consumer advertising will feature a splash 
of multi-page color ads in sixteen farm magazines in 
April. The second big anniversary ad campaign in 
the fall of 1962 will spotlight home uses for the small 
town and suburban markets. E. A. Nash, Norge Sales 
Corp. is chairman of the Council Ad Committee. 

Dealer sales aid materials will be keyed to the mid- 
century promotion benefits, from balloons to store 
traffic promctions, said DSA chairman Charles M. 
Francisco of Fuelane Corp. 

GAMA is studying a plan to designate certain appli- 
ances as mid-century bargain specials, marked with 
an anniversary seal. 

The Board of Directors of LPGA is considering a 
50th Anniversary Commemorative Banquet at its 
birthday-centered May convention. Pioneers and lead- 
ers of the industry will be honored. 

Natural Gas. Processors Association is considering 
production of a 50th jubilee window display and a 
movie, and, possibly erection of a suitable marker at 
the site of the industry’s first customer’s home near 
Waterford, Pa. 

Andrew Olson, The Protane Corp., said the grass 
roots program would focus attention on the state 
associations as the centers of the industry in the states 
concerned. Each association has received an easy-to- 
follow, step-by-step plan. It is highlighted by the in- 
dividual governor’s proclamation of “L.P. Gas 50th 
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Anniversary Week” to coincide with the state’s 1962 
association convention. 

Suggestions for local dealer contests further the 
purpose of letting the whole state know that the asso- 
ciation is the industry group due the bows and recog- 
nition for much of the state’s L.P. gas progress. 

For deeper penetration to the individual dealer, 
association members have been offered the opportunity 
to tie-in with Council ads for specific brand or com- 
pany name recognition. New York and Pennsylvania 
association programs were reported already underway. 

LPG, gas and petroleum industry publications will 
be serviced with appropriate mid-century story 
material. 

To broaden industry participation, the Council is 
offering its “Fifty Years of Progress and Achieve- 
ment” prestige brochure for purchase and distribu- 
tion to schools, colleges, civic and governmental or- 
ganizations and others that help shape the opinions 
and habits of consumers. As an anniversary “flag,” 
the Council has designed for industrywide use a 
graphic anniversary emblem for advertising, letter- 
head, postage meter and other uses. 

In addition to material prepared for the major big 
circulation consumer magazines, the Council is offer- 
ing an illustrated feature story to 18,000 publications, 
a full newspaper page of editorial copy and illustra- 
tions to some 11,000 weeklies and small dailies. News- 
paper mats of 12 Changing Scene cartoons, dramatiz- 
ing how L.P. gas has improved living conditions since 
1912, will be mailed to nearly 4000 selected L.P. gas 
market area newspapers. 

An editorial kit with current articles, background 
features, illustrative material and Council informa- 
tion brochures will be distributed to editors by the 
Council and state associations. 

For radio and television coverage of jubilee high- 
lights, network program directors and advertisers are 
being provided material for both news and feature 
pieces on L.P. gas at mid-century. A program for in- 
dustry spokesmen to appear on local radio and tele- 
vision programs to tell the industry achievement story 
has been made a part of the Council’s P.R. program. 

Council material heralding the coming 50th Anni- 
versary of the industry was distributed in the form of 
a lengthy article by the Associated Press to approxi- 
mately 1500 newspapers. The first announcement to 
the consuming public received prominently displayed 
publication in the nation’s leading papers. g 
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A BPN Exclusive 


Petrolane automates 
with the “Petroplate’ 


John F. Kennedy, controller 
at Petrolane Gas Service, 


Long Beach, Calif. 


Plastic “credit card” 
Is speeding receivables 
accounting for West 


Coast-based firm. 


DECE*ZPER. 1961 


WILLIAM W. CLARK ® Editor 


INCREASED AUTOMATION AT PETROLANE GAS 
SERVICE, INC., OF LONG BEACH, California, is 
helping the accounting department to better 
serve the company’s decentralized operating 
units. As Petrolane’s new. controller, John F. 
Kennedy explains it, “Our recent steps in auto- 
mation have enabled us to further centralize ac- 
counting functions and at the same time fur- 
nish operating management with more timely in- 
formation in greater variety, to assist in day-to- 
day decision making. 

Two-and-one-half years ago, Butane-Propane 
News published an article* describing automa- 
tion and centralization of accounting by Petro- 
lane to that time. Since then, additional proce- 
dures have been automated. Chief among them 
are those relating to accounts receivable. 

The key to the automation of receivables is 
the “Petroplate,” a plastic card imprinted with 
the customer’s name, address, and code number. 
When inserted with an invoice or cash receipt 
in a “Petroprinter’ (Petrolane’s name for an 
Addressograph data recorder), the Petroplate 
prints these identifying legends on the forms. 
Its primary purpose is to help ensure that the 
invoices and cash receipts are identified with 
the proper customers. Ultimately, through use 
of code scanning equipment, it will enable Petro- 
lane to obtain punched cards automatically, di- 
rect from the invoice itself, without the inter- 


* See BPN, July 1959, pp. 39-48. 





Here Johnnie Bone, obtaining input informa- 
tion from tank lease and sales forms, pro- 
duces a perforated tape containing all the 
information to be included on the customer's 


Petroplate. 
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vention of manual key punching. 
Although similar in appearance to 


a typical credit card, it is not fur- 
nished to customers. 

But we’re getting ahead of our 
story. Here is how the Petroplate 
works today, and hew it will work 
tomorrow: 

First, remember that customer 
accounting is now on punched cards. 
This means that somewhere along 
the line, every transaction must be 
recorded on a card which can be 
fed into the company’s machine ac- 
counting system. 

This is accomplished by having 
the invoices and cash receipt forms 
made up in the shape and size of 
an IBM ecard. Each is a three-part 
snap-out form, part one being the 
customer copy, part two the district 
office copy, and part three the home 
office copy. The last named is ac- 
tually a card. When it is received 
at the home office, the information 
it contains can be translated into 
punches in the card itself, and from 
it~and other cards—the custom- 
er’s statement and various sales re- 
ports can be machine-prepared. 

When this information was be- 
ing handwritten, errors were fre- 
quent. A customer named “John F. 
Greene,” for example, might have 
been written one time as “Johnny 
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The perforated tape is fed through the Auto- 
matic Graphotype, which embosses customer 
identification and bar codes on the Petroplate. 
Jackie Mabry checks results as a new batch 


of cards issues from machine. 


Greene,” “J. F. Green,” or any of 
several possible combinations. His 
address one time might have been 
a street number, the next time a 
rural box number. Even if every 
entry were correct, machine oper- 
ators at the home office might have 
misinterpreted them. 

The Petroplate was devised to re- 
duce such errors. 

Two plates sre produced for 
every regular customer. In most in- 
stances a Tank Lease and/or Sales 
Agreement are the sources of in- 
form<‘‘on recorded on the Petro- 

Whenever these forms are 
ved at tte home office, they 
siguify that Petrolane has a new 
customer. An operator punches the 
identifying data into a tape, using 
a tape perforator. This perforated 
tape is then fed into an automatic 
graphotype, which produces Petro- 
plates in assembly-line fashion. 

The plates are then proof-read 
and a cardboard card is affixed. 
Each card has an adhesive on the 
front to which this Petroplate ad- 
heres. On the face of it are spaces 
where the district office fills in the 
serial number and capacity of the 
tank, at the customer’s location, 
ownership of the tank, lease num- 
ber if any, rate, tax code, route 
number, etc. Along the bottom is 
space to draw a simple map show- 
ing the location of the tank. On 
the reverse side is the delivery rec- 
ord, showing setup (scheduled) and 


The new Petroplate is proof-read against 
the original document, and to it is 
affixed a card on which the district notes 
additional customer information. 
Sandy Wood affixes the card. 


Here 


actual delivery dates, gallons deliv- 
ered, and percentage-full upon de- 
livery. 

One Petroplate with route card 
attached is placed in the driver 
salesman’s route file; the other is 
maintained in the district office. 
Whenever a delivery is made, the 
route man fills out an invoice, using 
a Petroplate and a Petroprinter to 
imprint the name, address, and 
number of the customer. The date 
is imprinted simultaneously by an 
auxiliary dating device built into 
the machine. Gallonage and price 
information is written in by hand. 
Eventually, a stationary plate bear- 
ing the truck code number will 
also be inserted in the driver sales- 
man’s Petroprinter. Petroprinter 
units are mounted in the cab of all 
delivery trucks. 

Each district office also has a 
Petroprinter. As a further means 
of reducing transcription errors, 
the district office Petroprinters 
have been equipped with keys for 
recording money figures on invoices 
and receipt cards. 

All sales to regular customers 
must be registered on invoice cards 
for accounting purposes, even when 
they pay cash. Therefore, when a 
cash sale is made, the driver makes 
up two sets of paper, an invoice, 
and a cash receipt. 

Each district plant, of course, 
also makes cash sales to persons 
who are not listed as “regular” 
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Louis A. Duarte, administrative account- Typical truck installations of Petroprinters. In trucks with jump seats, the device is mounted 
ant in charge, demonstrates how the alongside the driver (center); in trucks with full seats, it is mounted at the dash (right). 


driver salesman imprints an_ invoice 
using the Petroplate. Sales information 
is handwritten on the invoice. 


customers. These would be pri- 
marily dock sales of cylinder gas. 
These sales are handled by means 
of a “Cash” Petroplate, thus per- 
mitting them to be processed in 
the same manner as credit trans- 
actions for purposes of obtaining 
sales statistics. 

Sales invoices and cash receipt 
documents are forwarded daily to 
the home office for accounting. At 
the end of the billing period, invoice 
and receipt cards are matched with 
customers’ name and address and 
master cards and balance forward 
cards. These cards are then run 
through an IBM 407 accounting ma- 
chine, which prints the itemized 
statement. At this time, a new bal- 
ance forward card is also produced. 

Petrolane has had tank records 
on punched cards for several years; 
in fact, these avere the first records 
to be handled by machine. Origi- 
nally, however, they were used as 
fixed asset accountability records. 

Cards punched from the same 
source documents as the tank rec- 
ords are now used for billing tank 
rental charges. When a tank is set, 
the customer pays the first year’s 
rental in advance. Thereafter he 
is billed at an agreed interval— 
usually quarterly. So tank rental 
cards are kept segregated by due 
data; when a payment is due, they 
are merged with the regular in- 
voices and receipt cards and printed 
on the statement for the month. 
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Hand-written data on the transaction cards are punched in by the crew of key punch 
operators shown here. Front row, Katherine Novikoff, Dianne O'Connor, and Zena Mae 
Collis. Back row, Eve Haughey, Sally Everts, Louane Spanne. 


e: 


the rotary 
file, keeps the decks up to date. When it is time to produce statements, the decks ore 
pulled and merged with transaction cards. 


A customer master card is retained at the home office. Vivian Jacobozi, at 
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This is the way the Petroplate ap- 
pears, with the card affixed. Note 
the embossed name, code number, 
and bar codes. All of these imprint 
onto the top of the invoice (or re- 
ceipt, as the case may be); the bar 
codes will ultimately be read by the 
optical code scanner, which will then 
produce punches in the invoice (or 
receipt) card automatically. 
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The invoice and cash receipt are in the shape and size of a punch 
card; part three, which is sent to the home office, actually becomes 
a puached transaction card. Note that the invoice shown here has 


been imprinted by the Petroprinter. 
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The company has instituted a 
new system which has cut inventory 
of statement forms to a minimum. 
Each district must be identified on 
the statement, since the customer 
handles all his transactions with 
that district and will make his pay- 
ments there. Formerly, the com- 
pany had the district name and 
address preprinted on the state- 
ment. This meant that a separate 
stock of statement forms had to 
be maintained for every one of 
Petrolane’s 160 districts. 

Now, however, the district name 
and address is printed at the time 
the form goes through the burster. 
A small cylinder mounted at the 
feed end prints the local designa- 
tion at the top and the bottom, in 
“Petrolane green.” Thus a single 
stock of standard forms now suf- 
fices for all districts. 

Another inventory-saving device 
adopted by Petrolane is the double- 
window envelope, which is used for 
mailing statements. Instead of hav- 
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ing a preprinted return address, 
they have a window in the upper 
left-hand corner (as well as one 
in the customary location for the 
addressee). Through it may be 
seen the district’s name and ad- 
dress, as printed on the statement. 

Statement copies have recently 
been reduced from five to four. The 
first part is mailed to the customer; 
part two is a “reminder” copy to 
be sent, by the district, to custom- 
ers who are delinquent in their 
payments; part three is a home 
office copy; part four is the dis- 
trict’s copy. 

A fifth copy was formerly used 
by the district office for “aging’’ 
purposes. Now, however, Petro- 
lane’s home office can furnish an 
aged analysis or “hot sheet,” com- 
pletely machine-prepared, every 
month, so the district has no need 
for the file of aged statements. 

A number of customers are billed 
on a “Gas Service Plan” (GSP), 
a form of budget billing. Where 
this is the case, the customer mas- 
ter card has the monthly payment 
figure punched in. All statements 


bear a legend “GSP” in the upper 
left portion. When a statement is 
printed, the GSP amount will print 
after this legend, and in the space 
where the customer is directed to 
“Please pay this amount,” the same 
amount will appear rather than the 
actual balance owed. 

When the “hot sheet” is printed, 
each account on a GSP is so desig- 
nated. This explains at a glance 
why this particular account did rot 
pay in full in the month following 
the delivery of gas. 

The next step in- the. automation 
of accounts receivable Will: be “code 
scanning.” When ‘the » Graphotype: 
machine embogses .4° Petroplate, it 
also prodtices: a. series. of type-high 
bar codes representing the custom- 
er’s account nimbér: The ‘ Petro- 
printer prints the bar <odes’.on all. 
copies 6f invoices and receipts along 





A reprint of this artiele can be 
obtained by writing on company 
letterhead to the Editor, : Bu- 
TANE-PROPANE News, 198 S. *Al- . 
varado St.: Los Angeles 57, “Gal. 
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Here's how the  state- 
ment appears after it 


has gone through the 
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“burster.” Note the dis- 770 Ciepaete M, Spee, Hevea 


trict office identification 
at top and bottom. Note 
also the double-window 
envelope. 
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with the customer’s name, address, 
date, and readable account number. 

When Petrolane acquires a scan- 
ner, the machine will “read’’ the 
bar code marks and. automatically 
puneh the customer’s account num- 
ber into allinvoices and receipts 
cards. ‘This will relieve thé manual 
key. punch operators of .ofte opera- 
tion and °will. further - reduce, the 
chance. of error. 

Petrolane- has.a ‘number of me+ 
tered °accounts. Most, meter's,. ex- 
cept .those in fairly ‘densely popu- 
lated areas; are°read by the cus- 
tomer. 3 

These customers are-sent an IBM- 
produced’ card .each,mortth,. which 
contains ‘aspace for them to record 


their meter readiiig. The cards are 


mailed to Petrolane’s accauntnig de- 
partment for processing. Pricing 


and .extending: of usage formerly ° 


wére .manual opetdtions hut ‘new, 
with the 602 calculator;. all: pricing 
and extending ts dohe’.by niachine. 

The automation -of acgounts. re- 
céivable work produces several very 


‘important .by:pfoducts, im. addition’ 


to the.age, analysis previously men- 
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tioned. One is the tank usage re- 
cap, a three-part report made up 
by districts. 


The - °distriét > .office. 
identification® is 
printed, by a cylin-o 
driéal plate on the 


‘buster. Here James ., 


Miller‘puts on a new © 
plate os he readies 

4 crun through the 
machine: 


In making this run, the account- 
ing department pulls the customer 
name and address card and collates 
it with his sales invoices for the 
previous three months, sorted into 
sequence. The aggregate deck for 
a district will be machine-sorted 
into three groups, then a recap will 
be machine-prepared for each 
group. 

The first report shows customers 
who have tanks, but to whom no 
deliveries have been made for three 
months. The second shows cus- 
tomers with no tanks, to whom no 
deliveries have been made for three 
months. (These customers would 
consist principally of plant cash 
sales). The third shows customers 
with tanks, to whom deliveries have 
been made in the period. 

These reports can be highly use- 
ful for the marketing and purchas- 
ing departments and for the dis- 
trict 1nanager, as well as for the 
accounting department. For one 
thing, they provide accountability 
for tanks. Tanks that have not been 
filled for three months are idle 
assets: when these show up on a 
report, the question arises, Should 
they be moved elsewhere? Is the 
customer no longer a customer? Is 
the district asking for new tanks 
when it has idle ones out in the 
territory? 

On the third report, improper 
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sizing of tanks is immediately ap- 
parent. This report shows the tank 
size, the number of deliveries, and 
the gross amount of deliveries in 
three months. Suppose a customer 
with a 575-gal tank has received 
three deliveries in three months, 
aggregating 60 gals. Is it possible 
that at each delivery only 20 gal, 
was dropped? If so, some action 
at the local level should be taken. 

Another useful report is the 
“branch monthly recap,” which 
shows total gallonage sales for the 


Miller, supervisor, checks through the library 
of summary reports prepared monthly by 
the department. 


The 407 machines, 
here tended by 
James Miller and 
Sally Everts, pre- 
pare numerous sum- 
mary reports from 
the accounting data. 


month against the total gallonage 
sales for the same month a year 
previous, dollar sales for the corre- 
sponding periods and average 
price-per-gallon for both. 

These reports were already being 
produced at the time the previous 
article appeared. However, aver- 
age prices had to be calculated 
manually and hand-written on the 
recap. Now the 602 computer pro- 
duces this information automati- 
cally. 

Other phases of accounting have 
also been speeded up through 
greater automation. One is the gen- 
eral ledger, which, when hand- 
posted, required 360 hours to yield 
a trial balance. This was later re- 
duced to 80 man-hours by the use 
of summary reports, machine-pre- 
pared, which were posted on manu- 
ally operated posting machines. 

Today, in a matter of about 16 
hours of machine time, the com- 
pany can obtain a profit and loss 
statement, showing results for the 
month and the year to date, for 
every one of the 160 districts and 
for the consolidated operation as 
well. 

Accounts payable have been han- 
dled by machine for several years. 
So have bank reconciliations. Now, 
Petrolane is automating payroll too. 
The 602 computer will figure, and 
punch, regular pay, overtime pay, 
and the various amounts withheld, 
and the checks will be written by 
the 407 accounting machine. 


What does allthis cost? In any 
procedural, changeover, you” must 
look at the before-and-after picture. 
In January ‘1959; -partially .aute- 
mated, the accounting . department 
employed 54 people. Today; more 
nearly completely automated, it em- 
ploys 638, an increase-of nine. Some 
are higher .paid, .because of the 
greater skills involved. And the ma- 
chine rental costs have gone up. 

However, in the year cending 
September 1959 (and:by that time 
the accounting staff had already 
been increased to 58) Petrolane’s 
revenue waS $15 million. In the 
year ending in September 1961, 
revenues are estimated to have 
been $20 million—an increase of 
3314 per cent. The increase in in- 
dividual transactions has been even 
greater because an _ increasingly 
larger share of Petrolane’s total 
revenue is from retail rather than 
wholesale operations. 

Thus although aggregate costs 
have increased, unit processing 
costs are substantially lower. Fur- 
ther, when the optical code scanner 
is received, substantial additional 
savings are expected. According to 
Louis A. Duarte, administrative ac- 
countant, “The bar-coded numeric 
information on the invoices and re- 
ceipts will be scanned and automati- 
cally converted to punched holes at 
the rate of 180 cards per minute. 
When you project Petrolane’s load 
growth for the next five years, you 
find an expected increase of 100 per 
cent in activity. On that basis, the 
scanner will save us $42,262 during 
that period.” 

It is estimated that when the 
scanner is in operation the cost of 
processing input data (invoices and 
cash receipts) will be 29 cents per 
thousand. Before the automation 
program began costs were $4.05 
per thousand. 

Divorced from straight dollars- 
and-cents comparisons, the value of 
automated accounting to the com- 
pany is incalculable. Of great im- 
portance is the array of reports 
that can be produced quickly and 
accurately. Better control of mar- 
keting practices in the field alone 
can reap untold savings. & 
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His clientele— 
People on the move 


Owner Bill Hollingsworth. gets ready to call 
one of his driver-salesmen to. send him ‘to one 
of the mobile home parks. 


WILLIAM. T. HARPER ¢ Eastern Editor 


THE PEOPLE OF THE’ UNITED STATES ARE AND AL- 
WAYS HAVE BEEN -A NOMADIC LOT. For’°100 years 
during the 19th Century, Americans were moving 
west and south and: north -until.they. figuratively 
covered a total of 3,022,387: sq.-miles like the pro- 
verbial blanket. From Lubéc, ‘Me.,:to Cape Alava, 
Wash,; frorh. Penasee, Minn., to Key West, Fla., 
our men, women: and children. roamed in search 
of their Manifest Destiny. 

And still they roam.-. The: covered wagons, the 
prairie schooners, thé horse and. buggy are no 
longer.’ But, the gypsy-like spirit remains. It is 
evident everywhere, every day. Have you taken a 
good look at the highway traffic. roaring along on 
almost any wéekend of:the year? If you are driv- 
ing in it, it is perhaps like being too close to the 
forest to sée’ the trees.’ But, for a moment only 
(for that’s all you ¢an safély allow), take your eyes 
off the car in front of yoa and see how you’re 
surrounded by other automobiles, trucks, buses, 
mobile homes and,’ yes, even. bicycles and an occa- 
sional horse-drawn vehicle. 

William L. Hollingsworth took just such a look 
about 10 years ago. He was: duly impressed, espe- 
cially with the number of mobile homes he saw 
being pulled across ‘the highways south of Wash- 
ington, D. €. And, as he drove along those high- 
ways, he.could not_help but notice the increasing 
number of mobilé ‘home ‘parks: that. were springing 
up: faster thaii the rise in the National Debt. 

Taking a cue’from our-adventurous forefathers, 
Hollingsworth decided. that there was a pioneering 
job to be done in these parks. He was right. 
Around them, he has built himself a profitable L. P. 
gas: business. 

Today he is the owner of the Dixie Gas Co., 
which has its headquarters in Newport News, Va., 
with a couple of branches. to the north. It is noth- 
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The Dixie Gas Co. headquarters serves mobile home parks 
within a radius of about 50 miles from Newport News, Va. 
The main office, workshop and service center is located behind 
owner William L. Hollingsworth's home shown here. 


ing fancy, just an office and work shop behind his 
home and 30,000 gals. of LPG storage located at 
his plant some four miles up the highway and 
only 12 miles from the American Oil Co. refinery 
in Yorktown, Va. Yet, from such modest surround- 
ings, Dixie Gas Co. is selling close to one million 
gals. of propane per year—of which about half is 
going into mobile home parks. 

When Hollingsworth opened the Dixie Gas Co., 
in 1955, he had one 600-gal. truck that served about 
50 parks between Norfolk, Va., and Washington, 
D. C. Total volume for those parks that year was 
roughly 40,000 gals. Now, Dixie Gas has seven 
trucks (ranging in size from 600 to 2500 gals.) 
dispensing over 400,000 gals. of LPG annually to 
several hundred parks. Hollingsworth’s Richmond, 
Va., branch alone now serves more parks than did 
the entire operation in its first year. 

The parks Dixie serves range in size from “three 
or four homes to 300 to-400 units,” says Hollings- 





A Dixie Gas Co. 100-lb cylinder is pig- 
tailed into the system used by the owner 
of the mobile home shown here. 
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worth, “We serve a_ half-dozen 
parks that have over 100 homes in 
each.” All of Dixie’s mobile home 
customers use LPG for at least 
cooking while some 10 per cent of 
them use the fuel for hot water 
heating and one per cent of them 
use it for space heating. 

The mobile home customers are 
served individually and are treated 
much the same as any other do- 
mestic account. Actually, there are 
two types of customers. One is the 
type who wants his cylinders filled 
as needed whether or not he is at 
home when the delivery truck comes 
around. The other wants the cylin- 
ders filled only when the customer 
is at home. Special markers have 
been installed on the homes to indi- 
cate to the drivers which is which. 

Most all mobile homes come fac- 
tory-equipped with one or two 20- 
Ib cylinders. Once an owner be- 
comes a Dixie customer, however, 
Hollingsworth tries to get him to 
take one or two 100-lb cylinders, 
which can be quickly pig-tailed into 
the system. As an inducement, the 
customer gets a cut in fuel cost. 

The gas is metered from the 
trucks and no customer meters 
have been installed. Dixie has a 
few customers using 420-gal. tanks 
and they buy their gas by the gal- 
lon. These customers are consid- 
ered more permanent and the tanks 
are rented to them for one dollar 
per month. Hollingsworth estimates 
his average customer stays’ with 
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him for about two to three years. 
Some have lasted for as long as he 
has been in the area; others do not 
last a week. The latter cases are 
usually military personnel en route 
to a new station or construction 
people unable to find work in that 
area. They quickly move on. 

Hollingsworth estimates that his 
company loses about three per cent 
of its annual receipts to “credit 
beaters.” He feels the biggest such 
risks are those people in rented 
homes or travel trailers and he has 
just about given up on taking them 
as customers. However, he also 
feels that the three per cent loss can 
hardly be reduced due to the tran- 
sient nature of those customers. 
Such losses may even grow higher 
as Dixie’s customers increase but 
Hollingsworth feels it is worth the 
risk. 

The acquisition of mobile home 
customers in Dixie’s area is highly 
competitive. This is one of the rea- 
sons Hollingsworth has his trucks 
out making weekly deliveries. A 
more accurate routing system could 
easily be set up, he feels, and this 
would eliminate the need for week- 
ly deliveries. “But,” he says, “if 
we didn’t have our men out there 
at least once a week, other dealers 
would be in there picking off our 
customers right and left. Not only 
that, but these people move in and 
out pretty quickly. With our trucks 
continually out there, we have a 
better chance of getting to the new 
customers first.” 

Each of Dixie’s trucks has a 
helper and everyone in the company 
is a salesman. All of the driver- 
salesmen are on straight commis- 
sion and this, says Hollingsworth, 
“keeps them digging.’’ Dixie has 
very little bookkeeping and mailing 
for due bills as each driver is also 
responsible for collections. Two de- 
livery trucks and one service truck 
are equipped with Motorola mobile 
radio to help keep up with custom- 
er requests. 

One of the primary reasons for 
Dixie’s success in selling the mobile 
home field has been pioneering 
work done by Hollingsworth in 
trying to upgrade the safety factors 
of the installations he services. The 
condition of some of the installa- 
tions he has come across has been 
appalling. Those faults most com- 


monly found include: Gas bottles 
just sitting on the front of the 
mobile homes without any rack 
whatsoever to hold them; the use of 
aluminum tubing, which. in the 
seashore resort areas the company 
covers are prone to corrode due to 
the excessive salt air (and which 
is specifically prohibited in Pam- 
phlet 58) ; tubing beirfg runthrough 
holes in the home body withéut any 
kind of protective insulation around 
the holes;. léaking radiators; and, 
in many cases, hose-hanging tubing. 
By showing’ customers how such 
faulty installations result: in gas 
losses, Hollingsworth is ablé to con- 
vince them of the°value of rectify- 
ing the gituation. 

In addition to correcting -those 
faults, Dixie Gag dlso offers normal 
servicing °of appliances. and:.equip- 
ment. .The biggest problems en- 
countered thére ifcliide répairs to 
oven controls, therpid¢ouples, «and 
conversion jobS» an .equiprijént » set 
for natural gas.. Seryice is:avail- 
able on_a° 24-hoitr: basis ,but only 
emergencies’ are taken care of in 
the odd hours.. There-is no tharge 
for minor repdirs’ although: .Dixie 
does charge for such: operations ‘as 
setting a. range.or ‘anythirig :that 
needs a speciajly qtalified nian, 

Never missing, a bet; Hollings- 
worth also makes an ‘effort: to sell 
L.P. gas to the Wealers who. sell 
mobile homes; It is customary in 
the business for the home’ dealer 
to provide the new customer with 
two cylinders. of gas. With «some 
6500 retail outlets in, the country, 
Dixie’s share makes:° this .- well 
worthwhile. 


The Mobile Home Manufacturers 
Association. predicts another. half- 
million mobile homes will be manu- 
factured over the°next five yéars. 
Just about every one.of theni will 
be using L.P. gas for cooking, at 
least, Surely, the number ‘of those 
using LPG for. heating’ systems 
would rise if bottled gas dealers 
would only get out and sell the ad- 
vantages of their fuel.. Add to that 
potential the load that:-gas-fired 
water heating ‘would mean if ‘it 
were aggressively promoted.: It be- 
eomes quite impressive. 

The gas load from mobile homes 
is there. It is up to the L. P. gas 
dealers to get it before it moves 
on. ® 
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Facts and figures on mobile homes 


The Mobile Home 
—Its rapid growth 


The Mobile Home 
—Its people and parks 


The Mobile Home 


—Its price.and: size. 


What Hollingsworth observed 
a few years ago along the Del- 
Mar-Va (Delaware, Maryland, 
Virginia) peninsula, has been 
true throughout the country. The 
mobile .homelife has been ex- 
panding at. breakneck speed. Ac- 
cording to the Mobile Homes 
Manufacturers Association, 
there were 63,100 mobile homes 
manufactured and shipped to 
dealers throughout the country 
in 1950. By the time 1960 rolled 
around, that figure had risen 
well over’100 per eent to 144,000 
for-the: year. 

(The latter. total includes both 
mobile homes and travel trailers. 
The difference. between the two 
is that the former is considered 
to’ be a permanent or semi-per- 
manent type of housing while 
the latter is used mainly for va- 


Thé residents of mobile homes 
includé 37 per cenit, skilled work- 
érs; 20° pér. cent, military> per- 
sonnel; 18 per cént professional 
people; f0.per cent, retired peo- 
ple; 3 per cent, 8tudents; and 12 
per cent,’ others—such as busi- 
nessmen,. labérers, and the semi- 
skilled, 

Te ‘accornmodate these homes, 
there are more than 16,6000 parks 
in the United *°States, . each - of 
which.,‘may. -edntam anywhere 
from 20 -to:1200 spaces. MHMA 
estimates -that thé average park 
has “46 spates’ for which the nor- 


Fhe current.averdge price of a 
mobile. home ‘is $5500: (as com- 
pared’ with trayel trailers which 
average, $1800): with most of 


them’ « inf ° the $3000 »to $9000 
> range. 


“ .Mobile horhes’ generally range 


;° + in'size’ from’ 25 to 60.ft long and 


The Mobile Home. 
—Its heating system: 


' ‘the.nfajority of them are 10 ft 


.oMHMA reporgs 76 per cent of 


: the mobile- homes manufactured 
. if 1959-used fuél oil for heating 
’ systems While only 10.9 per cent 


‘used I2P. gas? Electricity gar- 


cation or weekend use. However, 
for the purposes of this article, 
both may be considered synony- 
mous, except where noted.) 

The mobile home manufactur- 
ing industry got its real start in 
1930 with the construction and 
sale of 1300 units. The biggest 
construction year since then was 
1959, when 162,500 units were 
manufactured. The MHMA es- 
timates that for every 100 new 
single family homes constructed 
in 1960, approximately 11 new 
mobile homes were manufac- 
tured and sold. As of August 15, 
1961, it is estimated that there 
are 1.5 million mobile homes and 
travel trailers in use. And, there 
are approximately 3,625,000 peo- 
ple living in mobile homes and 
725,000 persons utilizing travel 
trailers. 


mal monthly rental for an aver- 
age lot is $15 to $60, with luxury 
sites running as high at $450. 
There are also an estimated 1700 
privately owned American parks 
that accept travel trailers as well 
as 815 national and state parks. 

Those states having the larg- 
est number of private travel 
trailer parks are California, 
Florida, Texas, Arizona, Minne- 
sota, Washington, Ohio, Oregon, 
Michigan, Colorado, and Indiana. 
Florida, Arizona, and California 
have the largest number of mo- 
bile home parks. 


wide (travel trailers are 24 ft 
or less in length and 8 ft wide). 
Construction of the modern 
homes includes a welded steel 
frame and exterior walls of alu- 
minum or sheet steel. They are 
insulated with either spun glass 


and/or aluminum foil with ade- 


quate vapor barriers. 


nered only 2.1 per cent of that 
load with the rest going to com- 
bination L.P. and natural gas 
and natural gas alone. Ninety- 
eight per cent were ducted. 
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Vehicle maintenance plan 


cuts operating costs 


H. H. DONALDSON 


SURVEYS HAVE SHOWN THAT MORE THAN HALF 
THE OPERATORS OF DELIVERY FLEETS do not keep ade- 
quate records of vehicle maintenance and do not 
know what their vehicle operating costs really are. 
Significant savings can be made when a preventive 
maintenance program is installed to control these 
costs. 

It has been proven time and again that scheduled 
preventive maintenance and adequate records are 
profitable investments. The dividends are measured 
in terms of reduced fuel and oil consumption and 
fewer delayed deliveries, repairs, and road failures. 
The dividends are kept flowing by frequent inspec- 
tions and preventive repairs. Serious, costly trou- 
ble is never permitted to develop. 

Although preventive maintenance programs vary 


with the types of° vehicles and the séfv¥icés théy” 
perform, they ‘all have the same goal Wnger-véhicle 
dependability at lowest per-mile cost... - 

Establishing, a satisfactory program is’ca farrly 
simple procedure. Im fact, when thie proper records 
are kept, a pattern of.godd maintenance prattiees 
will quickly establish itsélf’ Génerally weir 
the four basic considerations aré; 

1. Selection of the -proper -fuels’and lubricants:. 
2. Frequency of lubricatign. 

3. Frequency of adjustnmient°or tune-up. 

4. Inspection procedures. 

A fifth point in any go8d: program—-one°that tips. 
the other four together—is the keéping..of proper 
records. These need not be elabofate’ or vostly in 
terms of manpower, but they are essential’to main- 
taining a regular schedule and in providing a run- 
ning cost summary for every vehicle. 
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Fuel and lubricant selection 

The careful selection of fuels and lubricants is 
vital to any automotive maintenance program. 
Without the use of fuels and lubricants appropriate 


to.the fleet’s operating conditions,. a program ¢an- 


not achieve its goal of economy. 

For commercial engines, two .grades of gasoline 
are generally available. (The newer third or super- 
premium grade is for use in high compressiOn .pas- 


senger car engines and ‘has little application in, the 


commercial engine field.) -The-choice of. regular or 


premium for fleet gasoline is. dictated éhitirely by, 
the: ‘octane requirements of the engines intolved.» 


Little benefit can be obtained by’ using prerhiunr 
gasoline. in .an engine that ‘will operate kniotk- ‘Tree 
on .regular’-gasoline. .On the other ‘hand,’ the use 
of a gasoline of a lower'-grade than the: vehicle 
requires can result.in costly damage. 

Two grades of diesel fuel dre also-ayailable., The 
choice of’ kérosene, or.:No, 1 diesel. fuel, and.No. 2 
diesel fuel: is dictated by the service. conditions .of 
the vehicle. For lightly loaded: equipment :in -stop- 
and-start’.service the more volatile No. 


not be ‘sufficient ‘eat available in combustion ‘cham- 


bers to completely-vaporize the heavier portioris of - 


No. 2 diesel fuel. This results, in. smoking exhausts 
and the rapid accumulation ‘of deposits’ om-valvés, 
ports and- injectors, with, consequent high fuel-¢on- 
sumption. 

Increasing use is:being made of L.P..gas as a.fuel 
for spark-ignition engines, and .L.P: gas marketers 
will, of conrse, use:LPG: in their own fleéts whenever 
it is feasible: Its use-is particularly advantageous if 
stop-and-go service .because. it provides’ more uni- 
form fuel-air mixtures. in thé cylinders, with con- 
sequent higher éfficiency, together with a reduction 
in engine deposits and wear.’ It eliminates, crank- 
case oil dilution and permits longér drain intervals. 
Its, higher octane:rating. permits the use of higher 
compression ‘ratios with better thermal efficiency. 

The functions, of a:lubricating oil in an internal 
combustion engine are to lubricate, cléan, cool, seal, 
and.protect.. While an oil may. have properties which 
permit: it to perform these functions under one set 
of operating conditions, the samé oil may show de- 
* ficiencies if it i8 used. under a different set of oper- 
ating, conditions—eyen in the same engine. 

Because of the wide ‘varjety of oil types which 
were required to provide optimum service from all 
types of engines in all types of service, it became 
desirable a few years ago to develop a classification 
system which would be nationally recognized and 
by which the correct oil for a givefi operation could 
be identified regardless of’ brand name. 

The result was the°American Petroleum Institute 
Engine Servite Clagsificationi System. Six broad 
classes: of service needs were defined—three for 
spark-ignition engines and three for diesel—de- 
pendent on engine design requirements and vehicle 
operating conditions. Each service classification is 
identified with descriptive letters.° The letters MS, 
for example, refer to an oil’s suitability for spark- 
ignition engines operated under unfavorable or 
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I grade, 
should be used.: Under. these ‘coriditions .there*may’ 


A BPN Exclusive 


severe conditions, Other spark-ignition engine serv- 
ice classifications are MM and ML for moderate 
and light service, respectively. Diesel engine serv- 
ice classifications are identified as DS (for most 
sévere), DM and DG for severe and moderate, 
respectively. 


An important fact of engine lubrication often 


'". overlooked is that some types of service that are 


thought of as being very light, from the standpoint 
of enginé power requirements, are actually very 
severe.from the lubrication standpoint in that they 
promote both rapid wear and objectionable deposits. 

This applies especially to start-and-stop and 
short-trip service of passenger cars and light trucks 
in delivery fleets, and to light-load, cold operation 
of °any efgine. 

In light-load intermittent operation, engine tem- 
peratures seldom reach a high enough range to pre- 
vent condensation of acidic products of combustion 
on the cylinder. walls. These acids are highly cor- 
rosive and their presence results in rapid wear of 
cylinders and rings. 

Raw fuel and water also condense on the cylinder 


‘walls ard eventually dilute the crankcase oil. The 


MS type of oil overcomes these contaminants by 
neutralizing the acids and by keeping solids and 
water finely dispersed so that they do not agglom- 
erate and settle out in the form of varnish and 
sludge. 


In. _ LPG engines, the problem of crankcase oil 
dilution is non-existent because of the gaseous 
nature of the fuel. However, the products of com- 
bustion of L.P. gas (principally carbon dioxide and 
water) are acidic in nature and under low engine 
temperatures will condense on cylinder walls and 
cause the same type of corrosive wear of cylinders 
and rings as is encountered in gasoline engines 
under similar conditions. For this reason, MS oils 
are also recommended for the lubrication of L.P. 
gas engines operated in stop-and-go, light-duty 
service.* 

While their principal benefit derives from this 
minimizing of sludge and varnish in the light-load, 
intermittent type of operation, the newer MS oils 
have proved equally effective in high-temperature, 
over-the-road service. For L.P. gas engines in this 
type of service, the use of MS oils will usually per- 
mit drain periods as compared to the use of the 
same oil in other types of engines. This again is 
due to the absence of crankcase dilution and sub- 
sequent oxidation of the diluent to form varnish 


*It has frequently been stated that, because oi] in LPG- 
fueled engines does not become diluted as it would in 
gasoline engines, one number lighter grade should be used. 
However, this is true only in the case of naphthenic types 
of: oils. Such oils are more volatile than paraffnic oils. 
Thickening of oil in service is due both to lack of crankcase 
dilution and evaporation of the light ends. However, the 
MS types of oil, as recommended here, are paraffinic oils. 
If significant thickening of these types of oils is experienced, 
it will be due (in all probability) to oxidation of the oil. 
In this case, an attempt to control viscosity by adding a 
lighter grade of oil might be quite disastrous to the engine. 
Of course, naphthenic oils are subject to oxidation the same 
as paraffinic oils, but evaporation of the light ends of 
naphthenic oils results in their thickening up in an L.P. 
gas engine long before appreciable oxidation occurs. Paraf- 
finic oils, due to their less volatile nature, do not exhibit 
this tendency. Consequently, any thickening of such oils 
would more likely be an indication of oxidation. 
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and sludge. The multi-purpose nature of this type 
of oil contributes to lower fleet operating costs by 
reducing the number and types of oils stored and 
handled in the company garage, particularly those 
companies with mixed fleets. 

Similar cost-cutting benefits may be derived from 
developments in transmission and differential lubri- 
cants, and in chassis greases. In the former, one 
multi-purpose gear lubricant, the “GL-4 Type,” is 
now widely used for conventional transmissions, all 
types of differentials and final drives, steering and 
a variety. of other gear components. 

For chassis lubrication, the development of multi- 
purpose lithium soap greases has eliminated the old 
problem of which special purpose grease was ap- 
plied to what point, with all the resulting savings 
in time and money. Such greases acutally surpass 
the performance level of the old special purpose 
greases in most automotive applications. 


Lubrication frequency 


When the garage lube room is stocked with this 
simplified inventory of oils and greases, the next 
step in good maintenance is to ensure that they are 
used properly at the right time and in the right 
amount. The best lubricant in the world cannot do 
the job by itself. Inadequate lubrication causes 
wear and costs you money—in breakdowns, repairs, 
labor, and shortened vehicle life. 

Chassis lubrication serves two purposes: it main- 
tains an adequate supply of lubricant to the com- 
ponent at all times and it flushes out the used 
grease, together with any solid or liquid contami- 
nant which may have found its way into the 
bearing. 

In transmissions and differentials, the lubricant 
level should be checked at every inspection. As 
these oils are not subject to any appreciable con- 
tamination, they need only be changed seasonally 
in order to provide the proper viscosity grade for 
summer and winter use. In cases where seasonal 
viscosity changes are not required, the lubricant 
should be changed at least once a year to insure 
that the extreme pressure additives are maintained 
at a satisfactory level for best performance. 

Crankcase oil “wears out” primarily because of 
contamination rather than because the oil itself 
breaks down. As mileage builds up, the oil’s addi- 
tives become depleted in the course of combating 
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the harmful effects of contamination. Thus periodic, 
motor oil change at reasonable and safe drain in- 
tervals is absolutely essential for effective engine 
protection. 

What constitutes “reasonable and safe” drain 
intervals again depends on the type of vehicle and 
the service conditions under which it operates. For 
delivery fleets engaged in light-load, start-and-stop 
service, the oil should be changed more frequently 
than is required for trucks engaged in high speed 
and over-the-road service. 

The condition of oil and air filters is an essential 
element in frequency of lubrication. Air filter main- 
tenance prolongs the useful life of the engine be- 
cause abrasive material which may be introduced 
into the engine through improper maintenance has 
done its “dirty work” long before it reaches the 
lubricating system where it can be removed by the 
oil filter. Air-borne abrasives cause serious wear 
of piston rings, grooves, and cylinder walls. 

Oil filters are designed to remove relatively large 
contaminant particles—such as core sand, hard 
carbon, metal particles from wear—which could 
damage the engine if circulated through the sys- 
tem. Finely divided contaminants are handled by 
the crankcase oil’s detergent additives. The reason 
detergent oils darken in color after a short period 
of use is that these materials are being kept in 
suspension in the oil, to be drained out at the next 
change period. 


Tune-up or adjustment frequency 


In any well-managed fleet, fuel costs are the 
major item of operating expense. Improving fuel 
economy only 4 few tenths of a mile per gallon can 
result in a saving of many dollars per year to the 
fleet operator. 

This is the factor underlying the third vital 
element of a good preventive maintenance program: 


MAINTENANCE 
PLAN 
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the frequency of adjustments made to the fuel and 
ignition systems of an engine. Such adjustments 
minimize fuel consumption and permit the engine 
to deliver its maximum power when required. 

The frequency at which adjustments should be 
made is dictated by the type of service in which 
the vehicle is engaged. Operations involving fre- 
quent stops, starts, and changes in engine speed 
lead to relatively rapid changes in the desired set- 
tings. This is in contrast to highway operation 
where many miles are traveled at relatively con- 
stant engine speed. 


Inspection 

Inspection is the heart of a preventive main- 
tenance program. It offers dividends far out of 
proportion to the time invested. 

It takes very little time to check fuel lines for 
leaks when the hood is up for lubrication service. 
If leaks are thus discovered and corrected, fuel 


economy is improved and a potential fire has been 


prevented. 

Similarly, the time required to inspect wheels 
for looseness while the vehicle is on a lift for 
chassis lubrication is insignificant. If a loose wheel 
is discovered, a wheel bearing has been saved or a 
potential accident averted. 

Safety is one of the major returns on time in- 
vested in regular inspections. A preventive main- 
tenance program which improves the mechanical 
condition of a vehicle also makes the vehicle safer 
to operate. And safety, too, has its economies, in 
the health and well-being of employees and the 
absence of potential accident claims against the 
company. 


Installing the program 


A successful preventive maintenance program 
requires cooperation on the part of management, 
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mechanics, and drivers. Because work must be per- 
formed on schedule, the mechanical department 
should be given authority to remove a vehicle from 
service for scheduled preventive maintenance work. 

Experience has shown that it is seldom, if ever, 
convenient to take a vehicle out of service, but 
management evaluation of long term operating cost 
reductions developed from scheduled preventive 
maintenance will show that these outweigh the costs 
of brief, periodic withdrawals from service. 

Drivers can make significant contributions to the 
success of the preventive maintenance program. 

The careful driver will inspect items affecting 
his personal safety before he starts a trip. He 
should also be encouraged to check crankcase and 
radiator levels, battery, belts and fuel lines, as fur- 
ther insurance against road breakdown. He should 
be provided with the means to report any unusual 
conditions he has noted during a trip. This can 
alert the mechanics and permit them to correct a 
minor difficulty before actual trouble or failure 
results. 

The mechanic’s responsibility is to perform the 
scheduled services when they are due. He should 
also be encouraged to investigate driver reports as 
thoroughly as possible and keep his eyes open for 
additional defects in the equipment to which he is 
assigned. 

The unifying element in a successful preventive 
maintenance program is the record of maintenance 
performed on each vehicle. Records are essential 
if the value of preventive maintenance is to be 
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spelled out in terms of longer vehicle availability 
at lqwest per-mile cost. 
TROUBLE-FREE ; ~~ -— Maintenance record forms can be obtained from 

MAINTENANCE ee a most automotive equipment manufacturers and 

a many major oil companies. The marketing affiliate 

ORD of Gulf, for example, provides free of charge a 

VEHICLE MAINTENANCE REC set of simple Trouble-Free Maintenance records 

Mate which include comprehensive lubrication charts for 

the specific vehicle makes and models in a given 
fleet. 

The essential single record which all others are 
designed to develop is the one which eventually will 
show the fleet manager the exact cost per mile of 
each vehicle. 

He arrives at the figure by adding together: 

1. Original cost of equipment, less credit for re- 
sale or trade-in price. 

2. Cost of fuel and lubricants, plus labor. 

8. Cost of replacement parts plus labor (including 
costs incidental to failure of equipment on the 
road). 

and dividing this sum by the total number of miles 
traveled. 

With regularly scheduled preventive maintenance 
applied to his fleet, he may rest assured that the 
resulting figure will reflect faithfully the lowest 
cost per mile and best possible record of vehicle 
availability. & 
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Inside this “vehicle maintenance record” are the 
battery record, showing make of battery, date 
of installation and replacement; gas-jine and oil 
record, showing miles traveled per gallon; repair 
record, giving nature of repairs and cost. 


Preventive maintenance cannot be made successful without ade- 
quate records. Shown here are component forms in a record kit 
typical of those available from automotive equipment manu- 
facturers and oil producers. 
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OWNER 


ADORESS 


VEHICLE NO 





( X )—Requires repair or replacement. 
Driver will report nature of defect for all items marked ( X ) under “remarks.” 
Mechanic must indicate corrective action taken on reverse side of this form 


Crankcase Oil 
tadiator Coolant 
Fuel 

Senders 

Wheels and Tires 

Air and Electric Lines 


Horn 
Windshield Wipers 
Rear View Mirrors 
Emergency Equipment 
Extinguisher 
Flags 
Flares 


Fusees 
Lanterns or Reflectors 
Spare Bulbs and Fuses 
Chains 
Tools 

RT—AFTER TRIP 

Leaks 

Cooling System 


Air 
Hydraulic System 
E 


Lights and Reflectors 
Gages and Instruments 
CONDITION 


noooo0o000 000 


Operation 
Steering 
Brakes 
Clutch 
Engine 
Air Compressor 
Transmission(s) 
Rear Axie(s) 
Other Defects 


oo0000 


agine 
Transmission(s) 
Axie(s) 


oo000000 a 





~Santie 
REMARKS: 


No defects were noticed by or reported tome 








Sr “HRS Drivers Signature 
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A new and unusual method of 
storing natural gas — in “frozen 
earth” was demonstrated in October 
at Lake Charles, La. While the 
problems of stvring natural gas are 
much more critical than are those 
encountered with L.P. gas, the 
new method is also applicable tv 
the latter product. It would appear 
that the only question regarding its 
feasibility for LPG storage is one 
of economics: While it may well be 
competitive in cost with alternate 
methods of storing natural gas, is 
it also competitive with alternate 
methods of storing LPG? 

The companies involved do not 
have a ready answer to that ques- 
tion; it will have to await further 
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Over-all view of experimental frozen earth storage site. The black, insulated line from the foreground to the top of the pit 
is the flow line from the above-ground storage tank; the aluminum line to the left is the vent line to the regulating valve 
and stack; the structure beyond the pit is the “Carter Box" enclosing the submerged pump. The small roofed structure be- 
yond the pit houses the compressor for activating the vapor lift system. 


How liquefied natural gas 
is stored in “frozen earth” 


ELTON STERRETT 


study. It is possible, however, that 
such a study will be taken within 
the next year. 


NATURAL GAS BECOMES A LIQUID 
AT A TEMPERATURE OF — 268 DEG F. 
At atmospheric pressure it occu- 
pies a volume only 1/600 that of 
the gas at 60 deg F. Were it not 
for the problem of maintaining a 
low temperature necessary to keep 
the liquefied natural gas (LNG) in 
that state, storage of the liquid 
would offer many advantages over 
any type of storage as a gas. 

A new approach to LNG storage 
has been worked out and put into 
demonstrable operation by Conch 
Methane Services, Ltd. of London, 
England, and Constock Pritchard 


— 








Corp. of Kansas City. Their method 
involves storing LNG in an earthen 
pit, sealed by an insulated alumi- 
num cover, and retained in the pit 
only by the surrounding frozen 
earth. 

A pilot pit has been excavated on 
the Haymark Loading Terminal of 
Shell Oil Corp. a few miles down 
the Calecasieu river from Lake 
Charles, La. The site was first 
frozen by driving a circle of re- 
frigerating pipes into the earth 
around the proposed pit. Frozen 
material was excavated with air- 
powered chisels of the type used for 
breaking pavement. The experi- 
mental pit, 20-ft in diameter and 

(Continued on page 56) 
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N. H. STARK ... his new 
“Research Digest Reports” 
are objective, unbiased. 


GEORGE WALKER 


UNBIASED—AND NON-UNDERWRIT- 
TEN—RESEARCH which proves the 
advantages of L. P. gas over elec- 
tricity is now available in a new se- 
ries of Research Digest Reports 
from the laboratories of Norman H. 
Stark of Grafton, Wis. 

These reports represent a new 
departure for the Stark laborato- 
ries. They are the product of 
Stark’s efforts to divorce scien- 
tific research from sales promotion, 
thereby strengthening the credibil- 
ity of the research itself. The net 
result should be a heightening of 
the effectiveness of the sales pro- 
motion which is based upon them. 

What Stark has done, in effect, is 
to provide the raw materials for the 
anti-electricity weapons. The fin- 
ished weapons themselves will be 
forged by the individual dealers 
who subscribe to services. 

The Digest Reports are a prod- 
uct of a continuing research pro- 
gram started several years ago in 
Stark’s laboratories. Included were 
studies of gas vs. electric clothes 
dryers, ranges, and water heaters. 
Having completed the laboratory- 
type research, Stark earlier this 
year equipped his own home as a 
living “test house’ where he could 
continue the studies under “typi- 
cal” living conditions. The appli- 
ances under test are in use daily 
by the Stark family. How or when 
they are used is not predetermined 
as would be the case in a labora- 
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A BPN Staff Report 


Here's proof of L.P. gas 


superiority to electricity 


tory. But their use and perform- 
ance are recorded, and the data de- 
rived therefrom are analyzed just 
as were the laboratory data. 

In order that we might better 
understand the purposes and meth- 
ods of the Stark reports, let’s briet- 
ly review the history of this activ- 
ity: 

Norman H. Stark is a research 
engineer and inventor. One of his 
most noteworthy accomplishments 
was the development of a packaged 
bar of solid fuel, used by World 
War II soldiers to heat their food 
in the field. “The government had 
found that the men. tense and 
frightened from the fighting, . be- 
came ill when they tried to eat cold 
rations,” recalls Stark. The, com- 
pact bars of fuel were a handy so- 
lution to this problem;. millions 
were manufactured for the armed 
forces. 

Subsequently, Stark did a variety 
of research and development jobs 
in several fields. Then in 1957, he 
was commissioned by a manufac- 
turer to do developmental work on 
combination washer-dryers. “This 
was somewhat far afield from what 
I had been doing,” says Stark. “Yet 
washing and drying are actually 
chemical processes, and my “work 
had been in processing of one sort 
or another.” 

Inevitably, gas and electricity 
came in for comparisons during une 
study of the drying cycle. Stark’s 
work yielded scientific substantia- 
tion of what gas had already right- 


fully claimed: that it is faster and 
cheaper for this use than is elec- 
tricity. 

His report of these facts came to 
the attention of LPGA, and in 1960, 
Vice President Rudy Mahnke in- 
vited him to tell the convention 
about his findings. Stark’s. presen- 
tation was an immediate hit, and 
marketers began clamoring for the 
information in_useable’-form’ for 
promotion purposes. 

Finding himself. ine the’. bttsiness 
of comparative testing’more. by, ae+ 
eident thaw by design; Stark began 
giving it serious.concentration, He 
produced’ # mailing piece for deal- 
ers’ based;on the :ontcome.of his 
clothes dryer ‘studies; then turned 
his attention to other phasés of. the 
gas -.vs. - eléctricity ‘situation: His 


. avowed ‘gogl was—anij isto arrive 


at’ the °truth,, cote ,what: may. If 
his work: ‘establishes the superiority 
of electricity’ for any application, 
he will’ nfake’ this fact known. ° To 
date, ‘however, ’ his findings have 
favored. gas; a fact ‘that should re- 
dystiite bb. P. ‘dealers who knew eit 


all: the. time, , but oldcked° othe un- $ o 


biased proof: © 
He conducted water heating: ‘test’. 


He converted, his own hhome’at néar- °° 


by Mequon into a practical ‘labota- 
tory. -He -began—and_ has now, com- 


pleted—tests. or ‘electric, vs...gas ° ° ® 60 


cooking—both a& to. cléanliness’ and 
kitchen heating’ properties, oFor ‘the 
future he has ‘programnied ‘a full- . 
scale test curriculum. covering: space 
heating, pool°heating,. iss lighting, 


BUTANE-PROPANE News © 
‘ “Sos ; 








--.We could prove to your satisfaction 
that you could make more money 
as an independent Skelgas LP-Gas dealer, 


... Would you be interested ? 


% 
— FILL OUT THIS COUPON AND MAIL TODAY == ome sem coe oon oe oe 8 





Mr. Chalmer Jaynes 
Skelgas Marketing, Skelly Oil: Company 
P,-O. Box:436; Kansas:City 41, Missouri 


Dedr Mr: Jaynes: 


“2: 3° Withgut, obligation, and. in complete confidence, | would be interested 
eae in discussing the profit possibilities of an independent Skelgas Franchise 
ry with one of your managers. J°am particularly interested in: 


, re Th How: to, gain. opérating ¢ash from accounts receivable. 
oo . Ey How fo ‘double my: incorhe without additional capital investment. 


toot? nf) How. to: turn: my bulk ‘plant investment into an extra 150,000 gallons 
:.. »@f gas ‘business. pe? year. 


ae “EL How to make, a. $2,000 investment 
Fes like $10;000.° 








STATE Dependable Products 
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NEW! Just a few Honeywell — 
truck can handle up to 


a 


Now just a few controls instead of hundreds. Honeywell engineers selected and re- 
engineered 170 basic controls that do the job of 18,000 or more! Just a handful of TRADELINE Controls on 
your truck normally take care of up to 93% of all your service needs. 
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DELINE controls on your 


anc eee ee oN cont 


Eliminates extra trips. for 


right controls., .means more N EW, TO U GG H 


money for you... better 


service to your customers STYR O FOA M 
Now Honeywell introduces a revolutionary new ap- ~ AC K AG F ] 
proach-to eliminate.the confusion in.controls stocking. pe 


It’s TRADELINE—the new way to.streamline your 
control stock. 

HoneywelLengineefs selécted and re-engineéred 170 
controls that will do thejob of 18,000. And do the job 
right! Since TRADELINE Controls will handle up to 
93% of all common control: installations, you just 
carry°a few controls instead of hundreds. 

With TRADELINE ‘Controls you can now afford to 
carry the right controls on, your truck and eliminate 
extra trips and wholesaler pickups for controls. 

And, you can always depend on your wholesaler to 
have the right control if he stocks TRADELINE. 

The savings in time alone, by eliminating unneces- 
sary extra trips for the right control, will help put you 
in- business with your initial stock of TRADELINE 
Controls. From there on, you’re making money, plus 
giving your customers faster, more efficient service: 


PROVED IN TWO-YEAR TEST! 


The TRADELINE jdea of a few controls. replacing 
hundreds has been tested for two years in the South- 
west with hundreds of dealers. It’s a proved way to 


increase your business. New idea in packaging. The Honeywell 


FIND THE RIGHT CONTROL IN Round, V80 and V81 gas valves, pilotburners, 

POCKET GUIDE thermocouples and the Y400 Powerpile pack- 

ih ak, peicleielieied-crtmn'velerenice auilie age are among the first TRADELINE Controls 

4 tells you instantly which basic TRADELINE to be nestled in handsome Styrofoam com 

MEE Control’ is needed. It’s available from tainers. Handy, neat, controls can’t be dam- 
your wholesaler. aged on truck. 


0 


GROSS 


‘GUIDE 


Call your wholesaler today and get him to assemble 
the proper TRADELINE Controls for your needs. 


: aaa | 


, THE NEW WAY TO 
STREAMLINE WHOLESALERS’ 


AND DEALERS’ CONTROL STocK |WIN | eens CONTROLS 


° ‘ HONEYWELL INTERNATIONAL —Sales and service offices in all 
e Brie principal cities of the free world. Manufacturing in the United States, 
Bare ° United Kingdom, Canada, Netherlands, Germany, France, Japan. 
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L.P. gas’ superiority 





incineration, and farm uses. The 
testing will be direct comparisons 
in all cases. 

Tie promotion pieces based upon 
test reports have had excellent re- 
sponse to date, but Stark has been 
troubled by having to play the dual 
role of unbiased researcher and 
promotion man. The two are hardly 
compatible. It was for this reason 
that the Reports were conceived. 


Says Stark: “Whereas the com- 


plete report on cooking, for exam- 
ple, would cover as many as six 
comparative factors, the digest re- 
ports will cover only one. ... In 
the coming 12 months (beginning 
with No. 1, which appeared Oct. 1), 
one of the following subjects will 
be covered each month: surface 
cooking, baking, broiling, water 
heating, incineration, refrigeration, 
central heating, clothes drying, 
combination washing and drying, 


central air conditioning, space heat- 
ing, and space air conditioning. 





DO YOU REALLY 
HAVE THE BEST 
CYLINDER BUY? 


Are your cylinders: 


(1) 


(2) 


(3) 


(4) 


(5) 
(6) 
(7) 


(8) 
(9) 


(10) 


Girth welded for greater safety and se- 
curity, smarter appearance, longer serv- 
ice? 

Galvanized on the footring and part of 
the bottom cup for maximum resistance 
to corrosion? 

Equipped with curled handholds for eas- 
ier handling, greater customer satisfac- 
tion? 

Completely welded at the footring to 
prevent moisture seepage, retard rust 
and corrosion? 

Made of the finest low-alloy, 
strength steel for tough service? 
Lighter in weight for easier handling, 
simplified filling, less costly shipping? 
“Normalized” to remove harmful stress- 
es rather than heat treated as done by 
most manufacturers? 

Double painted for longer life, reduced 
maintenance? 

Inspected at every step and finally pres- 
sure tested at twice the strength de- 
manded by actual service? 


Made with extra thick bottoms and foot- 
rings? 


high 


if not—for the really 
best cylinder buy write: 
CYLINDERS INC. 
DEPT. B12 


1200 West Blancke St. 
Linden, New Jersey 








“During the first year, the pgints. 
that will be covered will be com- 
parative operating eosts, Daring 
the second and subsequertt years, 
other comparative .factors »will be 
studied and reported on.” « 

How can dealers use these new 
Research Digest. Reports? “Well,” 
says Stark, “while they are being 
written primarily for inforniation 
to the L. P. gasodeaJer abott his 
product, ‘they would .concegivably 
have value as a tool in sales promo- 
tion and advertising, &s wéll as:efn- 
ployee training.” 

The reports themselves, printed 
on heavy opaque paper, botdered in 
gold paper, can be used for selected 
mailings. The heayy paper is used 
so that there is no “show thfough 
the reports, and the reverse side’ 
can be used wtih a salés anessage. 
Some dealers already’ have indi, 
cated they will send reprints of 
them to home, economics “teachers, 
4-H clubs, builders, architects, and 
prospects who have taken out build 
ing permits. _ : 

For less selective mailings, deal- 
ers might want to prepare. their 
own brochures and mailing. pieces, 
tailored to’ their own ‘conipetitive 
situations. While Stark will» not 
permit duplication °of the material 
(which is copyrighted) , conclusions 
drawn can be publicized freely by 
subscribers. fe S 

Whether or not they attempt. to 
reach the géneral ‘public through 
mailings, dealers’ will find that the 
reports give them highly ouseful 
sales ‘kit. material. with which they 
can face specifi¢é competitive prob” 
lems. As Stark says,-“One ofthe 
biggest advantages of this report 
service is that it builds for the 


© > 


| dealer a complete and valuable li- 


brary of facts about both his prod 
uct and competitive fuels. Because 
all testing is done with late-model 
equipment, the dealer’s file will al- 
ways be kept current.” 

With this library at hand, he will 
not only have the proofs of those 
claims he uses in positive selling— 
e.g., LPG is faster and cheaper to 
use—but he will also have proofs 
to substantiate his defenses against 
the charges that LPG ranges are 
dirty and heat up the kitchen. The 
reports clearly show that these 
charges, repeatedly implied in elec- 
tric industry advertising—are com- 
pletely false. a 
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: The - out” LPG Dealer 


u > 


ener MILES "FROM, Conadnyrst 
TERRITORY” . surrqunded by the,blue 
Cayibhedp, is*the headquartets of 
Florida KeyseGas Co.,’thé nation’s 
southeramost” LPG dé#alership. 

Spefted on that-romantic‘dot op 
the map, .Kéy West, -Florida Keys 
Gas servés befwéen. six ‘amd seven 
thou¥and -custothers:. ‘halt: on, bot- 
tles, and tanks,. the ather ‘Half on 


the °80 miles of ‘pas Stains strung® 
around the istand. Its ‘serv ige .area> 


extends .28° silites “wp; the: ‘Keys’: to 
Big: Pine Key,’ * ¥f% 2 %e 


Key «West» fias a’ ° population of” 


* abotit "55,000: ° ineluding: ‘a: large 
contingent. ‘Ofe. Navy personnel. 


Amd it® entertains mteny, thousands. 


of tourists. eadh year. 

The * thertyerheter- ‘aes 
- dropped. below: ar deg ‘and the ‘av- 
erage ’ wititer: ‘day* may be 10 or 
higher: with ‘BO. considered. quite 
cold.Tn suéh’ B ‘mild, eveyr climate, 
space heating’ is a yéry negligible 
factor. 


The chief” eninbétiticn. is, , el&es, | 


tricity. The’ electric - company is 
muhjeipally. ownéd artd, is a. ‘tough 


centpetita, ‘vartinalacly. for’ doe, 


mestie rate 


» The . electri: 


se hediiter 4 is  wejete very: héavily l 


in favor of- the. domgstic. user; ; the 
domestic» réte “is eless than’: ene 


third. tlfe.commerbiak “Bhe.net ie- - |: . 
sult: Florida: Keys Gas has: abqut ° sf 


85 “per: cenit, -of ‘the ‘avitilahle- com- 
mercia} load. 


The company began busives? i in c 
1942 and Alispensed martefactuted - 
‘fas until 1946 when it. switthed to. 


propane ‘for. better efficiency. a 
Two 30,000-gal. tanks are used 
to° feed the bropane-air mixture 
into ‘the city» mains. There is also 
a 30,000-gal. storage tank on, Stdck 
Isiand;. immediately éast of Key 
West, and another: at Homestead. 


Proparie comes to Homestead by 


tank. car and is moved by trans-_ 


nort the 129 miles to Key’ West. 
, The’ company firids. it’ more. eco- 
nomical-to: ‘use .commercial: trans- 
ports than to maintain and operate 
its own.’.It has two-delivery trucks. 
(2000 gal. and’-1320-gal’) to serve 
tank sand battle customers and a 
fleetzof service and, bottle delivery 
trucks. r sot 
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J. ARTHUR THOMPSON 


Key West has hundreds of smal! 
tourist. apartments,.requiring ap- 
pliafices, and the eonipany does an 


> excellent: appliance business, par- 


tieularly ranges? water heaters. 


At present, the company has 21 
employees, many of whom have 
been with it a long time. The ser- 
vice manager, Jack Perez, liter- 
ally grew up in the business, since 
his father was the service man- 
ager before him. Allan L. Hamp- 
ton, the general manager, started 
as a meter reader 25 years ago. 


The visitor to Key West can 
only conclude that the LPG indus- 
try is well represented. & 





RANSOME 


DIRECT-FIRED VAPORIZERS 


RATED for COLD WEATHER! 





They're DESIGN-RATED 

at 20° F. to hold uniform line-pres- 
sure in all types of weather, under 
extreme weather differentials. 


CONTROLS ON 
LIQUID INLET for added safety and 
more positive control. Exclusive 
RANSOME Counterflow Principle 
produces the utmost in heat trans- 
fer efficiency! 


VAPOR LINE 

IS NOT REQUIRED — therefore, tank 
pressure cannot be decreased by 
vapor-loss during normal operation. 
Vaporizer Burner functions ONLY 
WHEN NEEDED. SAFE, EFFICIENT, 
DEPENDABLE! 








There's a RANSOME VAPORIZER design- 
rated, fram:40 to 400 g.p.h., for your 
requirements.. AND, the Complete 
RANSOME Line of: Burners+ Torches - 
Furnaces + Controls & Manifolds + and 
Heat Generators. Write for complete in- 
formation, TODAY! 


<i> 


Approved by 
Factory Mutual 
Laboratories 


ITT TED Ce ELT Le 


4030 HOLLIS STREET - 


EMERYVILLE 8, CALIFORNIA 














TULOMA ACQUIRES 
NITROGEN PRODUCTS 


adds new department 
in multi-million dollar 
expansion move 


TULSA: — In a series of rap- 
idly developing marketing moves, 
Tuloma Gas Products Company 
has expanded its nationwide mar- 
keting program for LP-Gas and 
related products to include .the 
line of nitrogen fertilizers: form- 
erly sold by affiliated American 
Oil Company. 


NEW DEPARTMENT 

R. A. Carter, Tuloma’s Presi- 
dent, announced first that a new 
department would be established 
to handlé the sale of nitrogen 
products, primarily anhydrous 
ammonia. C. J. Struble, who had 
been Manager.of .Nitrogen Prod- 
ucts Sales for American Oil Com- 
pany, joined Tuloma in. Tulsa as 
Vice President for Nitrogen Prod- 
ucts. He was also made a director 
of the company: In an additional 
management change, Clare R. 
Wolf was named as: Tuloma’s exe- 
cutive Vice-President and a di- 
rector, This step was taken to give 
the expanding firm’ greater depth 
on its management team. 


C. J. Struble Clare R.:Wolf 


EXPANSION PLAN ANNOUNCED 

Just three weeks later Carter 
announced a multi-million’ dollar 
manufacturing, distribution,’ and 
marketing expansion program ‘for 
the recently acquired _ nitrogen 
fertilizers. 

“We plan to expand the busi- 
ness American Oil has already 
established in the fast-growing 
farm market for anhydrous am- 
monia,” Carter said. “Anhydrous 
(without water) ammonia is one 
of the most economical and effec- 
tive nitrogen fertilizers. It is de- 
manded by many farmers. Too, its 
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charaeteristics are quite similar to: 
LP-Gas. As a résult, it is‘a natural 
summer profit. builder for any 
progressive ‘LP-Gas. dedler,”. he 
explained. 

The growth. program. will. in- 
clude construction of an additional 
anhydrous ammonia ‘plant ‘to in- 
crease’ Tuloma’s supply of | prod- 
uct; .the building of. refrigerated 
barges, installation of two new 
storage terminals, the enlarge- 
ment ofa third storage’ facility, 
arid expansion of marketing out- 
lets nationally. 


NEW FACILITIES TO BE BUILT 


Carter said that affiliated Amer- 
ican Oil. Company will construct 
a large anhydrous ammonia plant 
in Texas City, Texas. Construction 
will begin as soon as current engi- 
neering studies can be completed 
and construction contracts can be 
awarded. 


To expand Tuloma’s marketing 
areas, storage terminals will be 
built at Wood River, Illinois, 
(where Tuloma recently opened 
an 8,000,000-gallon LP-Gas under- 
ground storage terminal) and at 
Texas City. Each terminal will 
have an initial capacity of 30,000 
tons and be capablé of handling 
barge or jumbo tank car deliveries. 


Another storage facility, cur- 
rently under construction at 
Joliet, Illinois; will, be enlarged, 
Carter said. Originally planned for 
15,000 tons, this terminal will be 
increased to 25,000 tons. 


Two barges, each with, a capa- 
city of 1,700 tons of anhydrous 
ammonia, will be placed into serv- 
ice to connect these terminals with 
producing plants. 


NITROGEN PRODUCTS 
GROWTH EQUALS LP-GAS 


In .commenting on the initial 
announcement, Tuloma’s new.vice 
president for nitrogen, C. J, Stru- 
ble, said that he expects the U. S. 
market for nitrogén preducts to 
continue to grow at a.rapid pace. 
LP-Gas. and ‘nitrogen’ products 
sales have increased at average 
rates of about 1l°pér cent a year 
for the past-decade. 


“Our market forecasters. expect 
farm. consumption of anhydrous 
ammonia aldéne to reach 3°million 
tons by 1980,”-Struble said. “In 
1947, U. S. .salés of anhydrous am- 
monia for direct appliéation to the 
soil were 20,000: tons. By 1960 con- 
sumption increaséd to o765,000 
tons... 
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(Continued from page 47) 


the same depth, with a hemispheri- 
cal bottom, was maintained in 
frozen condition by continuing cir- 
culation of the refrigerant until the 
tank cover was put in place. Can- 
vas and insulating materials 
shielded the ground around the 
tank during the digging operation. 


This reduced radiation and possible 
chance of walls slumping from solar 
heat. 

With the tank cover in place, a 
2-in. pipe, carrying on its lower end 
an inverted sprinkler similar to 
those used for lawn sprinkling, was 
lowered into the pit and circulation 
of LNG started. During the period 
of cooling the walls to —268 deg F. 
(through evaporation of the LNG 
spray as it expanded) the sprinkler 
head was alternately raised and 
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NEW! 


“” ROCHESTER GAUGES, INCORPORATED 


OF TEXAS 


.. . A UNIVERSAL DIAL REPAIR AND REPLACEMENT 

KIT THAT WILL MODERNIZE ANY MAKE OR MODEL 

JUNIOR OR SENIOR LIQUID LEVEL FLOAT GAUGE 
EVER MADE! 


@ NO NEED TO REMOVE THE 
GAUGE FROM THE TANK. 


@ SIMPLEST, MOST POSITIVE 
ATTACHING METHOD EVER 
DEVISED. 


Mi NO MORE GAUGE LOSSES DUE 
TO FAULTY OR DAMAGED DIAL 
CHAMBERS. 


@ NO MORE “OBSOLETE” 
CHAMBER REPLACEMENTS. 


DIAL 


This new kit includes a rev- 
olutionary new adapter that 
modifies your ‘‘obsolete”’ 
style gauges to use Rochester 
Gauges exclusive replaceable 
dial chambers. 


Each kit includes a standard 
percentage domestic tank 
type dial chamber. Special 
dial chambers are available. 





No. 3180-S17 Dial Kit 
Fits any senior size gauge head 
(2%" Bolt Circle) 








No. 3181-S17 Dial Kit 
Fits any junior size gauge head 
(2-1/32” Bolt Circle) 








Drop us a Post Card. We'll 
rush to you complete infor- 
mation and order blank! 











ROCHESTER GAUGES, INC. 


2425 CAROLINE » 


Dallas 


Mexico City 


OF TEXAS 

DALLAS, TEXAS 
Denver; Burbank 
elite lols Mumm @lale-lale 


OF Tikielasi te 








lowered. This produced uniform 
cooling of the earth and allowed 
progressive freezing outwardly 
without causing excessive heaving 
and possible fracture zones. 

The pit cover is of %4-in. alumi- 
num, welded to form a spherical 
segment with a 24-ft radius at the 
base. Since the pit is 20 ft in diam- 
eter, the roof, insulated with 1 ft 
of fiberglass, extends 12. ft beyond 
the rim of the pit. Some 4 ft of 
this dimension is taken up by the 
hermetical seal which joins roof 
and pit walls, and provides a gas- 
tight unit which can vent only 
through the reguleting devices on 
the vent line extending through the 
roof and out a distance of several 
hundred feet from the storage area. 
The extended roof coverage, beyond 
the scope of the seal, prevents the 
frozen earth from thawing and set- 
ting up serious heat Icsses. At the 
time the experimental run on the 
pit—something over two months—- 
was concluded, the frozen section of 
earth had gradually widened until 
it had passed beyond the edge of 
the roof or cover. To provide pro- 
tection when the freezing action 
had extended that far, canvas was 
laid over the ground, which had 
been given a slope to provide ade- 
quate drainage away from the pit. 

During the time the pit was in 
test, no gas leaks were detected, 
with the pit operated under a pres- 
sure of 10-in. we. 

The soil in which the experimen- 
tal pit was dug is typical of coastal 
Louisiana; sand, silt, clay lenses 
and organic material deposited by 
flood waters, with a water table 
only a matter of two and a half feet 
below the surface. There was no 
flooding problem, the water becom- 
ing ice and causing trouble only 
through the excessive heaving en- 
countered during the excavating 
operation. The pit is bottomed on 
a clay stratum, shown by buried 
thermocouples to be frozen to a 
temperature of —100 deg F. for 
about three feet below the base of 
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A reprint of this article can be 
obtained by writing. dn. e6mpany 
letterhead: to the Editor; BUTANE- 
PROPANE News,.198 S. . Alvarado 
St., Los Angeles’ 57, Cal. 





the hemisphere,’ and to 0 deg F 
about five feet below the lowest 
point. of the storage, area, ° At. the 
time these temperatufes were de- 
termined—30 days after initiating 
operation of the pit—the ground 
temperature isotherms given ex- 
tended about five and eight feet, 
respectively, beyond the pit walls 
two feet below normal ground sur- 
face. 

Boil-off losses from this pit aver- 
aged from 3.5 to 4 per cent, de- 
pending on barometric and other 
climatic conditions. Boil-off vapors 
were led through the vent pipe and 
discharged through a high stack to 
avoid hazardous concentration. 

The LNG was flowed from an 
aboveground tank into the pit by 
gravity, the flow line terminating 
below the working surface of the 
liquid. Since the pit was below 
ground level, and consequently not 
so situated as to permit gravity 
outflow, a vapor-lift system was in- 
stalled. For any pump to operate, 
liquid must be led to the suction 
side of the pump with a net posi- 
tive suction head. This may be de- 
fined as the gauge pressure at the 
suction valve minus the gauge va- 
por pressure exerted by the liquid. 

The “Methane Pioneer,” a spe- 
cially constructed tanker ferrying 
LNG across the Atlantic to Eng- 
land, utilized submerged pumps suc- 
cessfully for emptying its tanks. 
Since mounting a pump in the 
earthen pit would introduce foun- 
dation and sealing problems, a va- 
por lift or gas lift principle was 
adopted for emptying the pit. In 
this type of lift, the flow is set up 
by applying a vacuum at the re- 
ceiving end of the pipe. The vapor 
and liquid thus obtained are sepa- 
rated and the liquid is fed to a 
pump. 

At the test site an insulated alu- 
minum box or tank was mounted 
adjacent to the pit, with the pump 
mounted within this container. By 
means of a compressor, lifting 
power or vacuum is applied to the 
tank through the suction side of 
the compressor. LNG then flows 


DECEMBER, 196! 


out of the earthen pit and into the 
“Carter Box” (so termed because 
of the make of pump submerged 
therein) and is then pumped 
through the discharge line to the 
loading? area. In a commercial op- 
eration the gas thus vaporized and 
drawn through the compressor 
would be heat-exchanged with the 
now sub-cooled liquid as the liquid 
i8 discharged from the pump and 
fed back into the system. 
Comparative costs on working 


storage units of the same capacity 
range from $25 per barrel capacity 
for an above-ground metal tank to 
$4 to $6 a barrel for a mined lime- 
stone cavity, and down to $1.25 a 
barrel for a leached pit or “jug” in 
a salt bed or dome. Estimates on an 
earthen storage pit center around 
$1.00 a barrel, depending somewhat 
on the type of soil encountered. 
Pits up to 100-ft in diameter are 
feasible, with working depths de- 
pendent on soil conditions. s 











BLACKMERS 
DO IT 
YOURSELF 
"EXCHANGE 
PLAN 


“se Saves Dollars and Makes Sense 


With Blackmer pumps, you can easily and inexpensively replace the 
few parts which normally wear—using simple tools without discon- 
necting the piping. You don’t have to take out your old pump, ship it 
to the factory and get back a rebuilt pump. You don’t have to pay 
“about half the cost of a new pump” plus shipping charges both 
ways and all that trouble. For example, a set of vanes for our pop- 
ular TLGL2 Truck Pump costs less than seventeen dollars. Replacing 
only the worn parts like these restores the pump to like-new per- 
formance. The saving makes sense, doesn’t it? Better check up on 
Blackmer pumps. Models from 7 to 300 GPM for everything from 
bottle-filling to transport-loading. See your distributor or write for 


Bulletin 500. 


“liquid materials handling’® equipment 


/ liquefied gas pumps 


BLACKMER PUMP COMPANY, GRAND RAPIDS 9, MICHIGAN 
Find your Blackmer Man under “Pumps” in the Yellow Pages 
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ASK PUMP “PROS” 


who compare costs 
in pennies 
per gallon pumped 
They'll say... 


Eleven manufacturing firms 
join GAMA, make 584 


GAMA now totals 584 manufac- 
turing firms by recently electing 11 
more to its membership. The new 
firms are: 

The Henry Furnace Co. of Me- 
dina, Ohio, manufacturers of fur- 
naces, burners and heaters; Hig- 
gins Metal Products, Swanton, 
Ohio, manufacturers of draft 
hoods, barometric dampers, gas 
supply lines; Rehrig Safety Con- 
trols, Los Angeles, gas appliance 


Dil MPS” 
regulators; ICASA, Colombia, 
South America, gas-fired refrigera- 


PUMP MEN, whose major job in industry is to keep 'em pumping tors; United States Steel, Pitts- 
at minimum cost, are the ones to ask about pumps. These “‘pump pros” burgh, supplier for gas industry; 


SPECIFY 


80 G. P. M. Viking LP-Gas Truck Pump 


will tell you to specify Viking Pumps because they depend upon them 
and you can depend upon them, too. Dependability is more important 
than ever before in these times of rising costs. 

It’s not only the original cost, but the operating expense and par- 
ticularly upkeep expense that put Viking Pumps out front in so many 
comparisons. For instance, Viking has the right size pumps to fit your 
needs—no need to compromise—no need to buy a pump that is too 


Apache Products Co., Phoenix, Ari- 
zone, boilers and heaters; Tafco, 
Los Angeles, gas pressure regula- 
tors; Nicolet Industries, Florham 
Park, N. J., asbestos papers; Fan- 
non Products Division, Hupp Corp., 
Detroit, ovens and brooders; AiRe- 


search Mfg. Co., Phoenix, gas tur- 
bines; and Kaiser Aluminum and 
Chemical Corp., Oakland, Calif., 
water heaters. 


big, or not quite up to the job. 


Viking LP-Gas pumps are available in over 40 different models and 
in sizes ranging from 5 to 158 gallons per minute. They’re buiit es- 
pecially for LP-Gas service, delivering top efficiency and full use of 
energy. Here’s where you cut upkeep expense. 


New officers elected 
for Ohio LPGA 


Ohio LPGA recently elected 
new officers for the coming year at 
its annual election meeting in 
Columbus. 

The officers are: President, Ker- 
mit Stroh, Moulton Gas Service, 
Wapakoneta; vice president, Free- 
man R. Dick, Belgas Service, 
Bellefontaine; secretary, Curt 
Mosher, Bayless L.P. Gas Service, 
Inc., Damascus; treasurer, Arnold 
E. Muth, Suburban Propane Ver- 
kamp Co., Cincinnati; chairman of 

" : the board of directors, Floyd E. 
ieee og Sar hed tuck. Grabiel, Youngstown Propane Inc., 
2500 lb. model also available. Canfield. 

(Please Clip Ad When Ordering Or Directors elected are: Richard 

Making Inquiry) L. Mulligan, Terry O’Loughlin, 
If check accompanies order we will pay freight Kenneth E, Shutts, John T. Holden, 
Ralph Arrick, George E. Kuhn, 


IDEAL CRANE ° Div. Bert Parkhurst & Co. W. Spencer Kline, and Robert L. 
15051 EAST ADMIRAL PL, TULSA, OKLAHOMA Littleton. ; 


Send today for Viking's latest LP-Gas pump catalogs HB and SP5278 


VIKING PUMP COMPANY 


Cedar Falls, lowa, U.S.A. In Canada, It’s ‘‘Roto-King’’ Pumps 
See Our File in Butane Propane Catalog 








One man hydraulic CRANE lifts 


1,500 Ibs. only $119.50 Retail 
LESS 25% 
100's in use by LPG dealers throughout 
U. S. and Canada. 
Send order or request for additional in- 
formation NOW. Sold on guaranteed 














BUTANE-PROPANE News 



































... Control Factor for Delivery—of vital concern to every UTN dealer 
is the prompt, scheduled arrival of product for his market. Concen- 
trating on this important phase of UTN customer-service, our Traffic 
Control Panel is a nerve-center of scheduling, routing and tracing 
each tank car in the UTN fleet, each truck shipment, each barge- 
load. Constant vigilence and expert handling of this assignment 
assures UTN dealers of deliveries on time — every time. 


al WIN 


UNION TEXAS NATURAL GAS CORPORATION 


ENTERPRISE BUILDING TULSA OKLAHOMA 











NEW SEALED-FLOW 


Vented Gas Area Heater 


HERMETICALLY SEALED 
COMBUSTION CHAMBER... 
uses one hole in outside wall for 
air intake and venting. 


SNAPPY, PRECISE INSTAL- 
LATION 


COOL SAFETY CABINET 
AGA APPROVED 
COPPERTONE FINISH 
HI-CROWN BURNER 
FORWARD HEAT FLOW 
UP-FRONT CONTROLS 


AVAILABLE IN THREE Sizes: 
10,000, 25,000 and 35,000 BTU'S 














.for LEAKPROOF 
PRESSURE-TITE 
Connections... 


Heet and vibration- 
proof, non-solvent, 
will not shrink, crack 
or crumble. Makes 
ell essemblies leak- 
proof and pressure- 
tight. Prevents rust, 
corrosion and joint 


Liou, 
see 





BASIC 
BLENDS 





LOOSENS 
RUSTED BOLTS 


A powerful blend of fast- 

acting solvents that liter- 
ally “melt the rust away” 
~—safe on all metals end 
alloys. 


RADIATOR SPECIALTY CO. 
CHARLOTTE, N. C. 





Betty Cwiek 
Robertshaw 


Vv. A. Cummings 
Union Texas 


Betty CWIEK recently joined Rob- 
ertshaw-F ulten’s Robertshaw Thermo- 
stat Division, Richmond, Va., as 
director of home economics. KARLYN 
VAUGHAN recently joined Robertshaw 
as Miss Cwiek’s assistant. 


Van A. CUMMINGS—from assistant 
LPG sales manager to refinery sales 
department manager of Union Texas 
Natural Gas Corp., Tulsa, Okla. 


RosBert V. FatrH—from district en- 
gineer to superintendent for the 
Kansas Cities Service Pipe Line Co., 
El Dorado. Faith succeeds W. W. 
DULANY, who recently retired. E. L. 
STAUFFACHER, vice president of the 
firm was named as coordinator of 
light end products. G. C. RICHARDSON 
—from supply and distribution man- 
ager to assistant to Stauffacher. 


ALBERT W. Rouse has been selected 
as product manager for fluid meas- 
uring equipment of A. O. Smith In- 
ternational S. A., export subsidiary 
of A. O. Smith Corp., Milwaukee. He 
had been located in the Houston office. 


RALPH F. DEAN, JR., formerly of 
Gas Appliance Specialists, Inc., in 
Portland, Ore., recently joined Nor- 
cold, Inc., Los Angeles, as national 
service manager. 


CHARLES L. Cover — from Esso 
Standard’s petroleum specialties de- 
partment of Humble Oil & Refining 
Co., Houston, to LPG sales coordina- 
tor in the new headquarters market- 
ing department. 


S. Roy MorrisoN—from senior staff 
scientist of Minneapolis-Honeywell Re- 
search Center, Hopkins, Minn., to as- 
sistant director. 


R. B. Schmidt GS. M. Hase 


Mueller—Climatrol 


RIcHARD B. ScHMIpT—from yeneral © 
sales manager of Mueller Climatrol 
Division of Worthington Céorp,, “Mil- 
waukee, to manager’ of marketing. 
GeorGE M. Has&-—from, manager .of 
planning of the firm toosales manager. 


HOWARDo D. HHAUGEN, . MARTIN? M. 
SHEA, WILLIAM T. McCorkKLe and 
Otto L. HuGues, Jr3 were recently 
appointed as district managerso for 
Owatonna Tool Co. Owatonna, Minn. 
Haugen will cover the area south of 
San Francisco; Shea, District,’ of 
Columbia, Virginia, Maryland, Dela- 
ware; McCorkle, Florida;’and Hughes, 
Louisiana and Northeastern Texas. 


W. C. ARcHER—from vice president 
to president of Sid Harvey’s (Valley 
Stream, New York) New England di- 
vision. Archer succeeds MAtTTry RER- 
NARD who has retired from the firm. 


Homer L. Marrs—from national 
sales director, communications divi- 
sion of Motorola Inc., Chicago, to vice 
president of same division. WILLIAM 
J. Wetsz—from manager of mobile 
and portable communications prod- 
ucts, to vice president of same divi- 
sion. Ropert L. BorRcHARD’ — from 
sales service manager to national 
service manager. 


H. L. Marrs 


W. G. Weisz 


Motorola, Inc. 
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One AFCO 
Flame Cultivator 
can mean as 
much.as 4,000 gals. 
LP-Gas additional 
volume IN YOUR 
OFF-SEASON 


Flame cultivation has caught on. It 
kills Weeds without, harming crops. 
LP-Gas dedlers stand°to gain two 
ways — sélling APCO Flame Culti- 
Vatérs, and*increasing off-season gas 
volume. 


AFCO Flame Cultivators have a 
proven, ofime-tested “record. They 
have. been successfub on: 


Cérn . Grain Sorghums 
Cotton Onions 
Soybeans Most Row Crops 


AFCO Flame Cultivators, areeasy to 
seill One ‘can do the work of. 30 to 
40 field Hands.@ day. Phe 4-row unit 
cam covef 4 ta 10 dtresjan hour 
..Models ayailable to fit any tractor. 


Up your off-season.LP*Gas volume— 
° Sell AFCO Flame’Cultivators! 


"© For information, Call your AFCO 
2 distributor or write us direct, 


- CULTIVATOR 


AFCO FLAME CULTIVATOR CO. 


1615 EAST ISTH ST. « P. O. BOX 231 « LITTLE ROCK, ARK. 


PHONE FR 5-2276 
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Side cabinet mounted spring rewind and electric rewind reels. 


PROFITS GO UP 
WHEN YOU USE 
HOSE REELS 


Time and labor wasted in coiling 
and uncoiling hose by hand can be 
better used to make more deliveries. 
More deliveries mean more profit to 
you. That’s why your product and 
vapor hose lines should be handled on 
safe, efficient, time-saving reels. 


The wide range of sizes, hose ca- 
pacities and rewind power units, of- 
fered by Hannay reels, lets you select 
the exact reel or combination of reels 
for your specific needs. And, Hannay 
reels are engineered to maintain maxi- 
mum flow rates with the lowest pos- 
sible pressure loss through the reel. 


Ask your Tank Truck Builder or 
LP-Gas Equipment Dealer for the 
free pocket-size guide “Efficient Hose 
Handling for LP-Gas Delivery”, or 
send your request directly to Hannay. 


Symbol of 
Efficient 
Hose 
Handling 


CLIFFORD B. HANNAY & SON, INC. 


WESTERLO, NEW YORK 








Northeast 
New York, N. Y. 
Rochester, N. Y. 
N. Tonawanda, N. Y. 


Featuring Time-Tested 


POT & CRUCIBLE FURNACES 


for e Salt Bath Heating 
e Aluminum Melting 
e Soft Metal Melting 
e High Temp. Melting 
e Liquid Heating 


in full range of sizes 


in 


Equipped with BUZZER Venturi Atmospheric Gas 
Burners—simple, safe, powerful, quiet, economical. 


This is but part of the extensive 
BUZZER line of gas equipment 
for modern process heating. 
The complete Hones catalog be- 
longs in your active file, Write 
for a copy. 


CHARLES A. 


HONES INC. 


133 S. Grand Ave. 
Baldwin, L.I., W.Y. 


BUZZER 


REG. U.S. PAT. OFFICE 


WER OR POWER NEEDE 
WNECT TO GAS SUPF 


For prompt? service, call the nearest 
Hones sales representative in 


Southwest 


Dallas, Texas 
Albuquerque, N. M. 


Far West 


Signal Mt., Tenn. 
St. Petersburg, Fla. 
Marietta, Ga. 
Louisville, Ky. 


Irvington, N. J. 


Union City, N. J. 
Watertown, Conn. 
Wellesley Hills, Mass. 
Pittsburgh, Pa. 
Oreland, Pa. 


Southeast 
Sanford 


, N.C. 


Wheat Bridge, Colo. 
Whittier, Cal. 
San Francisco, Cal. 
Portiand, Ore. 
Seattle, Wash. 


Canada 


Montreal, Que. 
Toronto, Ont. 
Vancouver, B. C. 


Mid-West 
Cleveland, O. 
La Grange, O. 
Bellwood, Ill. 
Detroit, Mich. 
St. Louis, Mo. 
Milwaukee, Wis. 





W. A. Hill G. H. Bell 
Sprague Meter Co. 


WituiaM A. HILL was recently as- 
signed to regional sales manager of 
Sprague Meter Co., Bridgeport, Conn. 
He will headquarter in Kettering, 
Ohio. GreorGe H. BELL will work with 
Hill as a sales engineer and will head- 
quarter in Columbus. They both will 
cover the central region. 


JOSEPH J. MerRICK—from divisional 
manager for John J. Nesbitt, Inc., 
Philadelphia, to vice president in 
charge of sales for the Norman prod- 
ucts division. 


CHARLES E. O’BRIEN, formerly with 
the Minneapolis-Honeywell Co., has 
joined Hydrotherm, Inc., Northvale, 
N. J., as representative in Long 
Island and Brooklyn, New York. 


JACK WHALING—from divisional 
sales manager of Holly-General Divi- 
sion of the Siegler Corp., Pasadena, 
Calif., to vice president in charge of 
sales. 


C. L. PARKHILL, JR., was iecently 
appointed vice president of Algas 
Fuel Supply Co., subsidiary of Union 
Oil Co., Santa Fe Springs, Calif. 


Howarp E. Mipkirr —from sales 
manager of Stupp Corp., Baton 
Rouge, La., to vice president for sales. 


Victor H. Wess and Rosert C. 
HENSLEY recently joined Grove Valve 
and Regulator Co., subsidiary of Wal- 
worth Co., Oakland, Calif., as sales 
engineers. Webb will headquarter in 
Corpus Christi, and Hensley in 
Odessa, Texas. 
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FACILITIES FOR THE 
NATION... AN INTEREST 
IN YOU! Anchor is geared for deliveries of 


LPG in quantity throughout the 
United States and in Canada and Mexico. Anchor has 
the facilities and skills to give you prompt, personal 
attention and the finest LPG and LPG service . . . no 


matter what your requirements. Your Anchor man is 


eager to put these facilities to work in your interest 


. always anxious to improve product and service 


when the opportunity occurs. 


®@ Call your Anchor man — Tulsa, LU 2-726] 


ANCHOR PETROLEUM DIVISION 
Mobil Oil Company 


TULSA, OKLAHOMA 
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For further information on any items in this section use the 
convenient Univac Readers’ Service postcards on pages 65, 66. 


New Products and 
Free Literature 


Dryer has guaranteed 
stainless steel drum 
Cirele 1 on Readers’ Service Card 


The 1962 “Speed Queen” gas 
dryer has twin-dry cycling and push 
button temperature selection. It is 
also equipped with a stainless steel 
drum guaranteed for the life of 
the dryer against rusting, chipping 
or corroding. The units are adapt- 
able for natural, manufactured, or 
L. P. gas. Speed Queen. 


Swimming pool heater 
has automatic operation 
Cirele 2 on Readers’ Service Card 


This swimming pool heater fea- 
tures a 5-year warranty plan on de- 
scaling. This is possible because of 
the combination of automatic tem- 
perature control and perfect bal- 
ance of high velocity water flow 
through two tubes of the new heat 
exchanger design. Raypak Co. 


64 


Ductile iron strainers in 
V4- to 3-in. sizes 
Circle 3 on Readers’ Service Card 


Suitable for steam, water, air, 
gas or chemicals, this No. 801 J 
series ductile iron strainer features 
an accurately machined body recess 
and screen cap. Strainers come in 
\%4- to 3-in. sizes with screwed 
ends, and are suitable for 600 psi 
at 650 deg. F or 1000 psi at 100 
deg F. OPW-Jordan Corp. 


LPG salamanders available 
in two types and three sizes 
Circle 4 on Readers’ Service Card 


Two types and three sizes of this 
spot heating unit are available. A 
high pressure mode! operates on 10- 
lbs pressure and puts out 85,000 
Btu per hour. Low pressure models 
operste on 6-0oz pressure with a 
35,000 and 86,000 Btu output. 
Aeroil Products Co. 


Trencher has lightweight 
design and positive propulsion 
Circle 5 on Readers’ Service Card 
Powered by a heavy-duty 6-hp 
Briggs & Stratton engine, this 
trencher is self-propelled by a six- 
speed winch drive. It also utilizes 
most of its power for digging with 
very little required for creeping. 
It has built-in protective torque 


limiter and self-transporting drive. 
Davis Mfg. Co. 





Horizcntal furnace line 
expanded to 10 models 
Circle 6 on Readers’ Service Card 


This horizontal series of gas- 
fired furnaces has been expanded 
from 4 to 10 models. The draft hood 
is changeable to either sidé for in- 
creased installation flexibility. Op- 
tional high air flow blowers are 
available for year-round air condi- 
tioning. Chrysler. 
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FOR FREE INFORMATION 


about New Products in this issue .. . 
or to get the Trade Literature offered 


use these time-saving READERS’ SERVICE CARDS 


"“@ Each New Product or Trade Literature item reviewed 
in this issue is numbered. To get more information 
: 3 about items that interest you, circle the corresponding 
: . RCA“501” COMPUTER © : number on the Readers’ Service Card, then PRINT 
Zz ; your name, title, company and address PLAINLY and 
drop the card in the mails. No postage is needed. 


Your inquiries =, 


electronically processed by 


for high speed 


&. service to you 





FIRST CLASS 
PERMIT NO. 2340 
Camden, N. J. 











BUSINESS REPLY MAIL 


No postage necessary if mailed in the United States 











POSTAGE WILL BE PAID BY 


[Use THESE wee Readers’ Service Dept. 


POSTAGE FREE 

POST CARDS c/o RCA Service Company 
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P.O. BOX 1966 
CAMDEN |, N. J. 
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Gas wall heater completely 
re-styled and re-engineered 
Cirele 7 on Readers’ Service Card 


This gas wall heater is newly re- 
styled and re-engineered. Burner, 
heat exchanger, exhaust tube are 
ceramic coated.. Manufacturer 
claims the heater to be the only re- 
cessed one with a finned heat ex- 
changer. Stewart-Warner Corp. 


No need for large storage 
tank with pool heaters 

Circle 8 on Readers’ Service Card 

“Sanimaster” heaters will heat a 
pool with 400 to 700 sq ft of sur- 
face area. Specifically designed as 
pool heaters, they provide a com- 
pact installation without a large 
storage tank, eliminating useless 
cycling and fuel waste. Rheem Mfg. 
Co. 


Automatic torch offers gas 
and oxygen savings 
Circle 9 on Readers’ Service Cara 


This automatic torch offers users 
up to 50 per cent reductions in gas 
and oxygen. It features a serrated 
thumb control which—when turned 
to “off’—reduces the flame to a 
pilot light, cuts back fuel and oxy- 
gen consumption. Harris. 
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Free literature available 
from advertisers 


For more information circle Numbers 39 through 
56 on Readers’ Service Card, pp. 65, 66. 


30. A complete profit story on two- 
way radios is now available from 
Motorola, Inc. (p. 13). 


31. Information on “durafil” cyl- 
inders is obtainable from Cylin- 
ders, Inc. (p. 52). 


32. Gas floor-furnace sales plan 
information is being offered by 
Empire Stove Co. (p. 1). 


33. Vapor meter demonstrations 
are being offered by Rockwell Mfg. 
Co. (back cover). 


34. LPG meters are covered in 
Bulletin 316 by American Meter 
Co. (p. 22). 


35. A booklet, “Efficient Hose 
Handling for L.P. Gas Delivery” 
is being offered by Clifford B. 
Hannay & Son (p. 61). 


36. Details on salamanders, blow- 
ers, and infra-red heaters are 
available from Insto-Gas Corp. 
(p. 70). 


37. Literature and prices on “Van- 
asil” pistons can be obtained from 
Johnson Machine Shop (p. 75). 


38. Information on repairing old 
nozzles is offered by Parkhill- 
Wade (p. 73). 


39. Wall thermostats information 
is available from Robertshaw-Ful- 
ton Controls Co. (p. 26). 


40. LPG pumps are covered in 
catalogs HB and SP527B by Vik- 
ing Pump Co. (p. 58). 


41. Flame cultivator detaiis are 
available from AFCO Flame Cul- 
tivator Co. (p. 61). 


42. Incinerator valve information 
is offered by Penn Controls (p. 
19). 


43. Information on Hackney LPG 
systems is now available from 
Pressed Steel Tank Co. (Nov. sec- 
ond cover). 


44. Information on the Philgas 
brand is being offered by Phillips 
Petroleum Co. (Nov. p. 11). 


45. RegO systems are described in 
a folder by The Bastian-Blessing 
Co. (Nov. p. 14). 


46. LPG pumps are discussed in 
Bulletin 500 by Blackmer Pump 
Co. (p. 57). 


47. Advantages of LPG carbure- 
tion are discussed in a booklet by 
Century Gas Equipment (p. 73). 


48. Automatic control regulator 
details are available from Fisher 
Governor Co. (p. 2). 


49. Information on transports is 
available from Lubbock Machine 
& Supply Co. (p. 3). 


50. Tradeline controls are de- 
scribed in a guide by Honeywell 
International (p. 50). 


51. Information on direct-fired va- 
porizers is available from Ransome 
Torch & Burner Co. (p. 53). 


52. Information on how to make 
money as a Skelgas dealer is of- 
fered by Skelly Oil Co. (p. 49). 


53. LPG distributor information is 
offered by Texaco Inc. (p. 7). 


54. Transports are covered in free 
literature by Mississippi Tank Co. 
(p. 17). 


55. Complete information on 
gauges is available from Rochester 
Gauges, Inc. (p. 56). 


56. LPG items are covered in a 
catalog by Fine Products Co. 
(Nov. p. 88). 














Built-in oven slides in 
under a countertop 


Circle 10 on Readers’ Service Card 


This LEC series undercounter 
oven requires no base panel or cabi- 
net and is designed to slide into 
place under a counter top. The oven 
is 18-in. wide and has a 24-in. cook 
top. Stiglitz Corp. 


Aluminum valve cover 
easily removable 
Circle 11 on Readers’ Service Card 


This preformed aluminum gate 
valve cover comes with insulating 
materials. The covers are easily 
removed to facilitate packing re- 
placement in the valve, and are held 
in place with screws, bands or pop 
rivets. Premetco. 


Power burner electrically 
proves mixture 
Circle 12 on Readers’ Service Card 


This electrically controlled gas 
power burner safely proves that the 
proper volume of air is moving for 
good combustion. A 20-second pre- 
purge period clears the combustion 
chamber of any unburned gas. 
Adams Mfg. Co. 
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Automatic control reduces 
to serving temperature 
Circle 13 on Readers’ Service Card 


A new oven control system com- 
bines an improved version of the 
reliable “Flame Master” gas oven 
thermostat with an automatic time 
control to provide easier cooking. 
The control automatically reduces 
the oven from its cooking tempera- 
ture to an optimum serving tem- 
perature. Robertshaw-Fulton’s 
Thermostat Div. 
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Copper-to-copper valve 
line expanded 


Circle 14 on Readers’ Service Card 


An addition to a copper-to-copper 
line of gate and check valves is a 
copper-to-copper globe valve. It 
comes in sizes of % in. to 2 in. All 
items are recommended for general 
service with steam, water, oil or 
gas. Milwaukee Valve. 


Gas-fired furnace line 
includes new models 
Circle 15 on Readers’ Service Card 


A new gas-fired furnace line, de- 
signed for economy or original cost, 
now includes “lowboys,” “high- 
boys,” and counter-flow units. Ca- 
pacities range from 75,000 to 200,- 
000 Btu inputs. The smallest unit 
stands 4034 in. Mueller Climatrol. 





LPG infra red heater— 
shock-proof metal construction 
Circle 16 on Readers’ Service Card 


This LPG infrared spot heater 
has a nickel alloy grid or “Inconel” 
metal that withstands thermal and 
mechanical shock. Units and tanks 
are mounted on wheels for com- 
plete portability. The heater is 
available in three models which 
accommodate up to 100 pound pro- 
pane tanks. Van Dorn Iron Works 
Co. 


New butterfly valve controls 
up to 5 psi pressure 
Circle 17 on Readers’ Service Card 


A new butterfly valve is suitable 
for control of either air or gas flow 
up to 5 psi pressure—with capaci- 
ties to 20,000 cfh. A low pressure 
drop unit, it has a streamlined, 
properly sized throat to allow sen- 
sitive control of normally used ca- 
pacities. Mid-Continent Metal Prod- 
ucts Co. 


New features for "Forsaire" 
gas-fired wall furnaces 


Circle 18 on Readers’ Service Card 


This line of counterflow, gas-fired 
wall furnaces offers more refine- 
ments and greater flexibility. A new 
feature is a control system which 
permits the selection of high or low 
heat delivery and corresponding 
blower speed. Blowers deliver up 
430 cu ft of warm air per minute. 
Williams Furnace Co. 
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SEE WHY THESE PUMPS 
CUT BULK TRANSFER COSTS! 


SPECIAL DESIGN FOR HANDLING LP-GAS 


Close tolerances give high efficiency. 
Direct connection to standard electric motor — 
saves speed reduction costs. 
Longer life — no service attention needed. 
Easy to pipe — have straight through flow. 
Safest, most trouble-free mechanical seal. 
Superior construction — top efficiency maintained longest. 
Exchange pump plan — no time lost from service. 
Pumps expertly repaired and tested. 
Underwriters’ or standard models available. 





For delivery truck service 
where flexibility is desirable. 
20 GPM at 500 RPM or 
35 GPM at 900 RPM 

model TC-H 





MORE FUEL DELIVERED 
FASTER AT LESS CosT! 


Flanges optional 


For average 

truck service 

50 GPM model TC-2 
Flanges Available 


at less cost than unions. 





Our ads 
never stretch the truth, 
just your dollar 


For “high flow’’ 
delivery truck service 
100 GPM model TC-3 
Flanges Available 





MITH MUrray 2-3944 and SYcamore 9-9567 (Area Code 213) 


PRECISION PRODUCTS COMPANY 
1135 Mission Street, South Pasadena, California 


For trucks with 
automatic transmission 
50 GPM model ATC-2 
100 GPM model ATC-3 


“Sy 


Will All all small tanks 
as fast as any larger pump. 
100-ib. cyls. in 4 minutes or less, 


Southeastern Distributor: Pond-Johnston Inc. Warehouses in Mobile, Ala.; Jacksonville, Fla.; 
Western States Distributor: Teeco Products, Inc., 3920 West Burbank Bivd., Burbank, California. 





20-ib. cyts. in | minute or less, 

fork lift tanks ne problem. 

10 GPM models EC-1, EG-!, 
MC-1I, and GC-1I. 

15 GPM model EC-H. 








For small volume transfer work. 
26 GPM model MC-1044 
35 GPM model MC-1044H 


50 GPM model MC-2 
or MC-2Q (higher pressure, 
quiet running) 





For medium volume transfer. 





For large volume transfer 
100 GPM model MC-3 
Flanges Available 





For high capacity loading 
150 GPM medel MC-4 
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Ethylene booklet available 
Circle 19 on Readers’ Service Card 


A new 20-page booklet on ethy- 
lene has just been published. It is 
designed for developmental chem- 
ists and engineers using ethylene 
from cylinders. A table of thermo- 
dynamic properties of liquid and 
saturated ethylene vapor is also in- 
cluded. U. S. Industrial Chemicals. 


Lift truck power curves 
Circle 20 on Readers’ Service Card 


“Power-crater” lift-truck engines 
are described in a new 8-page two- 
color catalog, which includes power 
curves covering the four-cylinder 
LPG engine used in the “F” series 
lift trucks. Allis-Chalmers Mfg. Co. 


Make-up air-heating data 
Cirele 21 on Readers’ Service Card 


Comprehensive data on direct- 
fired make-up air heating is given 
in a new bulletin. Eight-pages, it 


traces the need for replacement air 
to compensate for that exhausted 
to remove dust, fumes, vapors, and 
other contaminants from process 
equipment. Maxon Premix Burner 
Co. 


New vent tables and handbook 
Circle 22 on Readers’ Service Card 


A new edition of the “Metal- 
bestos Gas Vent Tables and Hand- 
book” is now available. This 24- 
page edition is in two parts: Part 
1 contains vent tables, providing 
tabulations of appliance heat input 
for all vent sizes from 3-in. to 
24-in.; Part 2 is a gas venting 
guide handbook, covering methods 
of dealing with a wide variety of 
venting situations. William Wal- 
lace. 


Fleet operation booklet 
Circle 23 on Readers’ Service Card 


A 10-page bulletin is now avail- 
able on fleet operations. The book- 
let gives comparisions and analyses 
of fleet owners, tells how they saved 
money by using Ford trucks. Ford 
Motor Co. 


FOR TEMPORARY HEAT 


ON ALL WANTER WORK. 


SALAMANDERS 


LP GAS 


@ PORTABLE 
@ CLEAN 
@ ECONOMICAL 


BLOWER HEATERS. 


. INSIDE-OUTSIDE... USE 


4 MODELS 


FEATURES 

@ NO FUMES 
@ NO SMOKE 
@ NO SOOT 





WRITE OR WIRE FOR COMPLETE INFORMATION ° 


INSTO-GAS CORPORATION 


iP GAS 2 MODELS 


TYPICAL USES: DRYING PAINT AND 
PLASTER .. . CURING CONCRETE .. . WORK- 
ER’S COMFORT . . . HEATING WAREHOUSES, 
SHANTIES, SHEDS AND MATERIALS. 


INFRA-RED HEATERS 


LP GAS 3 MODELS 


THE MOST COMPLETE LINE CG? PORTABLE 
HEATERS WITH CAPACITIES UP TO 150,000 
BTU PER HOUR, BOTH MANUAL AND AUTO- 
MATIC OPERATION. PRICES 19.50 AND UP 


DETROIT 7, MICHIGAN 








Two-way radio brochure 
Cirele 24 on Readers’ Service Card 


Tubed and transistorized VHF 
two-way radios are featured in a 
24-page brochure, “Two-way Mobile 
Radio.” Booklet ECR-904 lists ra- 
dios of 100 watts and less. General 
Electric. 


Pump, motor valve illustrated 
Circle 25 on Readers’ Service Card 


A new bulletin illustrates and 
describes two new components, a 
new combination pump and motor 
and a new control valve for hy- 
draulic drive systems. The systems 
are designed for delivery and trans- 
port trucks handling LPG and in- 
dustrial liquids. Ardmore Products. 


Ball valve details 
Circle 26 on Readers’ Service Card 


A new type stainless steel ball 
valve, designed for corrosive fluids, 
gases, and general corrosive serv- 
ices, is described and detailed in a 
new full-color catalog sheet. The 
operation of the valve and advan- 
tages are shown in cutaway views. 
Lunkenheimer Co, 


Supplement on solenoid valves 
Cirele 27 on Readers’ Service Card 


Catalog supplement sheets de- 
scribing new 2-, 3-, and 4-way sole- 
noid valves are ‘included in a new 
16-page booklet. Maximum pres- 
sure ratings are also listed. Auto- 
matic Switch Co. 


“Open-line" lease plan 
Circle 28 on Readers’ Service Card 


A new brochure outlines the de- 
tails of a new “open-line” lease plan 
for extra-long terms. It contains 
charts showing leasing costs from 
3 to 12 years. Full explanation of 
the plan is included. Nationwide 
Leasing Co. 


Water heater literature 
Circle 29 on Readers’ Service Card 


New, colorful and informative 
hterature on Permaglas water heat- 
ers is now available. Complete spe- 
cifications and related data on each 
of the five models are illustrated. 
A. O. Smith Corp. 
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After 22 years on LPG, the pioneer dairy fleet user still calls it 


“The Ideal Fuel” 


“IN CITY DELIVERY—ESPECIALLY 
HOUSE-TO-HOUSE DELIVERY where en- 
gines do so much idling and wear 
excessively—there just is no substi- 
tute for LPG for long motor life 
and general good performance.” 

If that statement had been made 
by an eager young LPG carbure- 
tion proponent, it might invite some 
doubts. But it must be taken as a 
respect-demanding endorsement by 
an extremely well-qualified, highly 
authoritative voice of experience— 
for it was recently made by W. J. 
Thompson, transportation manager 
of the Carnation Co. 

Under Thompson’s guidance, the 
Carnation fleet converted its first 
vehicle to LPG ’way back in 1939 
and thus became the first dairy 
fleet to use the fuel. The company 
has had 200 or more trucks running 
on LPG for 20 years. Currently, it 
has approximately 500 LPG-burn- 
ing units, including some 325 trucks 
and semi-tractors, about 90 lift 
trucks, and a similar number of re- 
frigerated trailers. 

Once these facts are assimilated 
in some detail, Thompson’s endorse- 


ROBERT CLAY © Managing Editor 
ment begins to assume its true 
stature. 

“We made our first LPG conver- 
sion in 1939,” Thompson recalled. 
“It was on a 1936 Ford V-8 retail 
delivery truck from our Los An- 
geles fleet. Then, as now, the fuel 
was primarily butane. The truck 
performed so well—even with the 
type of conversion equipment avail- 
able at the time—that in a short 
time we converted three more retail 
trucks. The performance of these 
first four conversions was so much 
better than that of trucks operating 
on gasoline that we decided to start 
converting the entire Los Angeles 
fleet. This meant we would have to 
put in our own storage tank and 
pump to get bulk fuel prices.” 

A 6000-gal. underground tank 
and a fuel dispensing station were 
installed. After this project was 
completed, the company began con- 
verting trucks until the entire fleet 
at that location, a total of 210 vehi- 


A BPN Exclusive 


cles, was on L. P. gas. Of various 
makes and models, the converted 
trucks were used for retail house- 
to-house delivery as well as whole- 
sale milk and ice cream delivery. In 
size, the converted vehicles ranged 
from small pickups to long-haul 
heavy-duty semi-trailers. 

One of the most unusual conver- 
sions was made in the early ’50’s. A 
diesel engine producing 150 hp with 
a 9.5 to 1 compression ratio was 
switched to pure propane. After the 
conversion, it developed “well over 
200 hp” and still runs “beautifully.” 
In a semi-tractor, it hauls a gross 
load of 76,000 lb. and averages 3 
mpg. 

“T even converted a ’38 Plymouth 
coupe I used for going to work. 
That conversion was largely for ex- 
perimental reasons—to find out for 
myself how specific practices and 
pieces of equipment affected per- 
formar -e. During the war, I found 
myself in an enviable position, since 
butane wasn’t rationed. I ran the 
car on LPG for five years, from ’40 
to ’45.” 

With his converted personal car 


oe 


Biggest members of Carnation'’s LPG-burning fleet are over-the-road vehicles like this tractor and pair of 21-ft ice cream 
trailers. The refrigeration units utilize 10 hp underslung engines. A total of 200 gal. of LPG can be carried on such a rig, a 
60-gal. tank on each side of the tractor and a 40-gal. tank under each trailer. 
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Newest members of Carnation's LPG-burning fleet are a inumber of cab-over-engine retail 
delivery units identical to this one. Note the tank under the forward part of the body. These 
units are not refrigerated by LPG, but use cold storage plates in the body. 
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and the converted truck fleet, 
Thompson began accumulating an 
assortment of data highly favorable 
to LPG. The big original reason for 
converting was reduced fuel costs. 
3ut soon, other pleasant operating 
experiences came to the fore. 

“We found that we would get two 
to three times the life out of our 
engines. With gasoline, we used to 
zet 20,000 to 25,000 miles between 
overhauls. With butane, we could 
frequently run an engine ten years 
without anything more extensive 
than routine tune-up work. In ten 
years, one of our trucks accumu- 
lates about 85,000 road miles. And, 
since the engine is idling all the 
time during stop-and-start retail 
delivery, that’s equal to about 250,- 
000 engine miles. That’s how much 
mileage we were putting on, with- 
out even pulling the head or grind- 
ing a valve, 

“Then we found that we were 
getting fewer cracked blocks and 
cylinder heads. LPG must be heat- 
ed in the regulator by cooling sys- 
tem water before it will vaporize 
properly. If the water gets low and 
fails to go through the regulator, 
the engine will stop. This usually 
happens before the water is low 
enough to damage the engine. 

“And, we found we were having 
less clutch trouble. That was be- 
cause the drivers no longer had to 
slip the clutch before the engine 
was completely warm on cold morn- 
ings.” 

A more familiar advantage of 
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LPG, increased oil life, also made 
itself evident. For years, the com- 
pany had been testing engine oil 
every 1000 miles—and changing it, 
if that seemed desirable. That pro- 
cedure is no longer followed. Tests 
showed that the oil could stay in 
for 16,000 miles and still be in good 
condition. However, since there is 
no oil dilution in LPG-burning en- 
gines, oil viscosity tends to increase 
slightly at 6000 to 8000 miles. 
Therefore, the company has made a 
standard policy of changing whole- 
sale and retail delivery trucks in 
stop-and-start service every 6000 
miles and highway transport trac- 
tors every 8000 miles. This policy 


has proved higkly successful, as in- 
dicated by Thompson: 

“T recall one engine we pulled 
down after it had run nine years in 
a wholesale milk delivery truck. It 
had never had anything more than 
a tune-up. In this particular case, 
its 76,000 miles were probably equal 
to about 175,000 engine miles. The 
block was worn less than 0.003 in. 
and the crankshaft was still stand- 
ard, proving that with proper lubri- 
cation and no contaminants in the 
oil, the life of a motor can be great- 
ly extended.” 

Carnation has a rather simple 
maintenance program: a minor 
tune-up every 5000 miles and a ma- 
jor one every 10,000 or 12,000 miles. 
In both cases, the trucks are put on 
a dynamometer, but there the simi- 
larity ends. The minor tune-up is 
mostly to check the timing. If the 
engine is producing sufficient 
power, nothitig else is done—unless 
something obviously needs service. 
The major tune-up is a complete, 
bumper-to-bumper, fine-tooth-comb 
treatment. Everything is checked. 
All necessary repairs are made. 

Carnation’s main Los Angeles 
production and service facilities oc- 
cupy about 2% city blocks with one 
block devoted to truck parking and 
one-half block to service facilities. 
A prominent feature of that half- 
block is the somewhat unusual 10,- 
000 gal. (water capacity) LPG 
storage vertical tank. Nearby, 


Smallest members of Carnation's LPG-burning fleet are fork lift trucks and “mules,” such 
as these two. These little mules push big trailers around the Carnation yards—including up 


inclines—with amazing ease. 
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Talk about handy safety equipment! On this 
semi-tractor, the fire extinguisher is within 
inches of both the driver and the LPG tank. 


there’s a fuel-dispensing island. 
Both units were installed in 1957. 
(See BPN, April 1957, p. 69, for de- 
tails.) 

With the exception of the few 
converted diesels, most of Carna- 
tion’s LPG-powered vehicles use a 
mixture that is predominantly bu- 
tane, Thompson favors a 70 per cent 
butane, 30 per cent propane mix- 
ture; but accepts an occasional 
60/40 mixture. 

“We get better mileage with bu- 
tane,” he declares. “Of course, in 
colder climates, we use propane be- 
cause of its lower boiling point.” 

Thompson believes that LPG has 
six big advantages over gasoline: 

1. It does not leave unburned de- 
posits in the combustion chamber. 
It doesn’t leave carbon deposits be- 
cause it enters the chamber as a 
gas, not an atomized liquid, and 
therefore burns completely. It won’t 
leave lead compound depcsits be- 
cause its naturally high octane rat- 
ing eliminates the need for such ad- 
ditives. It can’t leave varnish de- 
posits because it is completely free 
of such materials. 

2. It does not produce poisonous 
carbon monoxide fumes or obnoxi- 
ous smoke because it burns com- 
pletely. 

8. It provides an easier starting, 
smoother operating engine with 
each cylinder doing its full share 
of the work. That’s because—as a 
readily-vaporized dry gas—it mixes 
better with intake air and is more 
evenly distributed to each cylinder. 

4. It does not dilute crankcase oil 
because, being a dry gas, it has no 
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“SUMMER LOAD UP 100%” 


“Because of 
LP-GAS 
CARBURETION 
PROGRAM” 


Says R. E. THATCHER, Director of Sales Promotion, VANGAS, Fresno, California 


“Vangas began a concentrated carburetion program in 1955. During the five years 
since then, more than 1,000 Century conversions per year have been sold, 

This program has reduced the winter-summer load ratio from 3 to 1 to the 
resent ratio of 14% to 1. CENTURY carburetion sales have resulted in an 
I , . 2 . . “sf . 

overall 30% increase in gallonage in our California operation. 

Our service trucks are especially designed to make installations in the field. 
They are equipped with welders, both gas and electric, (powered by Century) 
hoist, vise and ignition tune-up instruments, to name but a few of the tools 
carried on each of these units. 

The mechanics carry complete parts and specification information to help them in 
ingition tune-up which constituted 90% of all service calls. 

Vangas has trained a number of the large farm maintenance departments to care 
for their own service. These farm mechanics then become Century carburetion 
boosters. 

Vangas uses Century carburetion because of the simplicity of 

design which assures dependability and top operating effi- 

ciency with a minimum of service.” 


GET THE FACTS...LEARN HOW YOU CAN BALANCE YOUR LOAD 
. INCREASE YOUR PROFITS...WRITE TODAY FOR 'NFORMATION 


Export Sales: Sin Par Automotive Div 
S Singer Products Co 
95 Broad Street 
New York 4, N.Y 





CENTURY GAS EQUIPMENT 
Marvel-Schebler Products Div 
Borg-Warner Corporation 
Decatur, Illinois 








arkhill 


REPAIR YOUR OLD NOZZLE 
Parts and adaptors are in stock 
For information ask 


PARKHILL-WADE 


475 Huntington Drive, San Marino, Calif. 








These are two views of a refrigeration unit typical of those used in the Carnation fleet. An LPG-powered engine under the 
trailer (right photo) generates electricity for the electric ref-igeration unit up at the front (left photo). Note the fuel tank 
directly behind the boxed-in engine-generator unit. 
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liquid to wash down the upper cyl- 
inder wall lubricant. The result is 
less wear on cylinder walls and 
bearings—and a longer useful life 
for the oil. 

5. It requires a simpler installa- 
tion. Not only is the fuel pump 
eliminated, but the LPG carburetor 
is much simpler, with no delicate 
jets or accelerating pumps. 

6. It is cheaper in most parts of 
the country. 

Should anyone question the safe- 
ty of LPG, Thompson has a ready 
answer and substantiating evidence 
to back it up: 

“Most of the fear of this fuel 
has been the direct result of make- 


shift and unsafe installations. As 
with any other combustible fuel, 
certain precautions are required to 
make it safe. With these safety 
features, it is no more hazardous— 
and, in some cases, less hazardous 
— than gasoline. Investigations 
have shown that insurance rates in 
nearly all cases are the same for 
LPG- and _ gasoline - equipped 
trucks.” 

Impressive as the Carnation car- 
buretion story is, LPG has still 
barely scratched the surface of this 
company’s fleet operations. As pre- 
viously indicated, the approximate- 
ly 500 propane-burning units in- 
clude 325 trucks. Of that number, 
about 300 are in Southern Califor- 
nia and the remaining 25 are in 
Missouri and Iowa. 


The Los Angeles-based portion of Carnation's LPG-powered fleet is fueled at this dispensing 
island on the company's extensive downtown facilities. Both gasoline and LPG are pumped 
from the island. Note the 10,000 gal. vertical storage tank in the background. 


But, from the Carnation world 
headquarters on Los Angeles’ famed 
Wilshire boulevard, Thompson man- 
ages a 5500-vehicle fleet that oper- 
ates throughout the United States 
and in Canada and in the Philip- 
pines. In addition, Carnation vehi- 
cles are connected with the com- 
pany’s operations in Europe, Af- 
rica, South America, and Australia. 

If Carnation is so sold on LPG, 
why isn’t its entire fleet running on 
it? Many factors are involved. For 
one thing, the company will never 
go completely on LPG. Two big 
reasons are that only electric lift 
trucks are permitted where food- 
stuffs are in preparation and that 
many company cars operate where 
ther are no LPG ‘filling stations 
and they operate either singly or in 
such small numbers that a company 
dispenser would not be warranted. 

Beyond those limitations, each 
case must be considered individu- 
ally. While Thompson is completely 
sold on propane, some individual 
fleet managers still are not quite 
convinced. Because Thompson is 
more sold on butane than on pro- 
pane (for the previously-mentioned 
mileage differential reason), there 
is less likelihood of fleets in the 
colder regicns being converted. 

Aside from these factors, the 
company has big plans for conver- 
sion. 

“Our Southern California fleet is 
in the throes of changing to a new 
type of truck,” said Thompson. 
“When the change comes, we will, 
no doubt, be running the entire 
fleet on LPG. We have not made 
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Engines 
vs. 
Motors 


A PROGRESS REPORT ON THE 
NATIONAL ENGINE USE COUN- 
CIL’s 18-month-old research pro- 
gram was presented at the re- 
cent Idaho-Nevada-Utah LPGA 
convention. Utah State Univer- 
sity’s Guy O. Woodward, one of 
the founders of the program, 
supplied first-hand details. 

Initial discussions were held 
in May, 1960, with a number of 
engine and engine accessory 
manufacturers attending. Talk 
centered on one subject: “pro- 
moting greater use and accept- 
ance of combustion engines as 
power sources.”” The idea was to 
combat efforts to promote elec- 
tric motors by the National 
Power Use Council. 

In July, 1960, the engine pro- 
motion group approved a plan 
for a four-part research pro- 
gram. It was to consist first, of 
gathering all information avail- 
able from industry; second, ana- 
lyzing the data collected and de- 
terming areas of laboratory 
studies; third, conducting the 
laboratory studies, and fourth, 
helping in setting up some field 
evaluation procedures. 

“One of the great needs of the 
research program is more realis- 
tic fuel consumption informa- 
tion,” said Woodward. “The Ne- 
braska Tractor Test data has 
been used as a guide since the 
late 1930’s, and little change has 





been made in their so-called 
standards since that time, in 
spite of improved fuels and en- 
gines. This phase needed imme- 
diated up-dating. 

“A second and more important 
need was that of the potential 
engine life with various types of 
fuels. Present standards give no 
consideration for LPG. The en- 
gineer, in mosts cases respon- 
sible for selection of a power 
unit, gives no consideration of 
LPG in reducing repairs and 
maintenance or increasing en- 
gine life. This is one of the ma- 
jor considerations of the re- 
search program.” 

Woodward went on to say that 
a review of all available litera- 
ture was made, analyzed and a 
need for field and laboratory 
testing determined. Some teach- 
ing aids have been prepared for 
dissemination by the council, and 
a research program will be com- 
menced early next spring. 

“The program of the NEUC 
will not be in competition with 
the LPGA, nor with such other 
associations as the AGA, the 
ICEI, the API,” Woodward 
stressed. “It will be compatible 
with these and perform a func- 
tion in bringing these interests 
together for a single cause. The 
importance of each association 
remaining intact and doing its 
own program will even be more 
important.” ‘J 
(In October, Paul Lady, editor 
of Gas Industries, was named 
managing director of NEUC. He 
will headquarter in Los An- 
geles. ) 


fast pick-uf 
JOHNSON 
VANASIL 
PISTONS 


JOHN DEERE 
Vanasil or 
Aluminum 
Pistons—jump 
power output 


F os much as 


MINNEAPOLIS- 
MOLINE 

“U" Vanasil 
Pistons—light- 
weight, yet tough 
as cast iron 














any specific cost calculations as to 
how much money we will save, but 
it should be a substantial amount— 
probably in the neighborhood of 
$40,000 to $50,000 each year.” 

Since about 300 units of the 1300- 
vehicle Southern California fleet 
are now on LPG, that will mean 
1000 vehicles going on butane. 

But even before all this happens, 
Carnation may shift the “largest 
LPG-powered dairy fleet” title from 
Southern California to a southwest- 
ern state. Plans for this project 
are somewhat confidential; but in 
a few months, a 400- to 500-vehicle 
fleet may be converted. If that hap- 
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pens, the Southern California fleet 
would have to get well into its 
monumental conversion job before 
it could win back the “title.” 

Thus, it looks very much as if 
Carnation will — in a very short 
time—purchase or convert 1500 
LPG vehicles, increasing the size 
of its LPG-powered fleet approxi- 
mately 600 per cent. 

There just does not seem to be 
any room for doubt of Thompson’s 
conviction — or his authority to 
state that conviction: 

“After 22 years experience with 
L. P. gas, we still feel that it is the 
ideal fuel.” e 


LI  onversions of John Deere and 
MM-*U” tractors result in more power 
and performance with Johnson Vana- 
sil Pistons. Newly patented Vanasil 
amazingly combines the hardness of 
cast iron with the lightness of alumi- 
num. Precision Johnson machining and 
engine “know-how” keeps pistons snug 
without sticking. Tractor vibration is 
kept low... stalling eliminated... 
pick-up increased. 

For John Deere A, G, “50”, “60” 
and “70”... also Minneapolis-Moline 
“U”. Johnson Aluminum Pistons are 
available for John Deere A, B, D, G 
and H models 


JOHNSON COLD MANIFOLDS FOR LP 
GAS keep constant flow at correct temper- 
atures... are available for: 
John Deere A, B, D, G 
International H, M, W-9 
Allis-Chalmers W, WC, WD, WF 
Ford 600, 700, 800, 900 Series 
~—also International and Chevrolet trucks. 


WRITE for literature and prices. 


JOHNSON 
MACHINE SHOP 


DEPT. B-43 PONTIAC, ILL. 
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ti Classified Advertising payable with order. 
No ency commission or cash discount on 
classified er Copy must reach pub- 
lisher’s office Pr’ lst of the month 
preceding i ue ion. Address: Classi: Ad- 
vertnicg stern, BUTANE - PROPANE 
age a S. Alvarado Street, ‘Los Angeles 





DISPLAY speedo 


$12.00 a column inch per issue. Choice of 
18, 14, 12, * vt, display ars, for headings. 
Set with 1 pt. imum ad size 
7. No cuts Boovivnl Publisher will set 
ad for maximum effect in space purchased. 











CLASSIFIED Advertising 


PNDISFCATED CLASSIFIED 15¢ a word. 
ped in 6 pt. type wi r. $6.00 minimum 
cearet per insertion. If Biind ‘Nice number care 

P News is used, count as five words. 


POSITION WANTED. Undisplayed rate is 
one half of above rate, payable in advance. 


When full payment is made in advance for four 
consecutive insertions of andioeny classified ads 
a 10% discount is 








SITUATIONS WANTED 





LET MY TWO YEARS EDUCATION IN 
GAS-FUEL technology and three years experi- 
ence as a propane distributor work for you. 
Prefer work in technical sales or service. Wili 
Graduate from Southern Technical Institute 
in March, age 27. Write Box 8695, Soutkern 
Technical Institute, Marietta, Georgia. 





HELP WANTED 





DEALERSHIPS OPEN. EXPERIENCED 
MAN IN ur. bottles and bulk. Agency 
Agreement. uly if has railroad 
siding and or estricted territories. We 
furnish everything. Tank car material, Butane 
or Propane. Ross Refineries, Inc., Belleville, Ill. 





MANAGER WANTED FOR BULK PLANT 
OPERATION in California Central Valley 
area. Must be familiar with all phases of 
'.PG business and have prior experience. Salary 
aud commission with opportunity for profit 
sharing. Write to Box #42, BUTANE-PRO- 
PANE News, 198 So. Alvarado St., 


Los An- 
geles 57, Calif. 





MANAGER FOR ROCK SPRINGS, WYOM- 
ING L.P. Gas operation. Must have instal- 
lation, sales and service experience. Excellent 
opportunity for right man. Send full details 
to V-1 Oil Company, P. O. Box 2436, Idaho 
Falls, Idaho. 





BUSINESS OPPORTUNITIES OFFERED 





LPG BULK PLANTS. WE SPECIALIZE in 
selling ao veg | pr _— ; Moonen Midwest. 
Have number desi ts for sale. OLE 
BRODD, PETROLEU MARKETERS, 605 
Produce Bank Bidg., Minneapolis, Minnesota. 





IS YOUR GAS BUSINESS FOR SALE? 
it so, do yourself a favor and contact us be- 
ree selling. We are interested in purchasing 
gas businesses, in the Central United 
States preferably ones with annual gallonages 
in excess of one million gallons. Write to Box 
33, BUTANE-PROPAN News, 198 So. 
Alvarado St., Los Angeles 57, Calif. 








LP GAS BUSINESS 


Approximately four million gallons, 
of which 75 percent are captive cus- 
tomers. Midwestern company, 5 new 
plants. All equipment less than three 
years old. Will sell or merge with 
major company. Reply 


Box 41, BUTANE PROPANE News, 
198 So. Alvarde St. Los Angeles 57, Calif. 





BUSINESS OPPORTUNITIES WANTED 








WANTED TO BUY 


We are interested in purchasing 
LP-Gas properties in New Eng- 
land; New York; Pennsylvania; 
New jersey; Maryland; Delaware; 
Virginia and the Carolinas. Will 
deal with principals only — no 
intermediaries or brokers. Infor- 
mation will be handled in a dis- 
creet, straightforward, business- 
like manner. No need to divulge 
information; merely indicate 
your interest; we will make a per- 
sonal call to discuss the matter 
privately. 


Write Box #43 
BUTANE PROPANE News 





FOR SALE—TRUCKS-TRAILERS — Cont. 





6403 CHEV 1958 V8: 1500 WG SINGLE 
barrel, fast flo pos. dual electric hose, 1/4” 
Neptune Print-O-Meter w/temp corrector side 
cabinets. Nice clean truck. estfield Gas Co., 
211 S. Union Westfield, Ind. Phone 3-3033. 





FOR SALE? 1958-9000 L.M.C. trailer and 
1955 MACK B-61 tractor for $13,750.00, oper- 
ating and in excellent condition. Ace Gas Inc., 
Phone 28-J, Superior, Nebr. 





1955 Chevrolet—6 cylinder—tank truck. 575 
gallon tank and 190 gallon kerosene tank, all 
as carburetion, Corken pump, Neptune meter. 
deal for cylinder and emergency delivery. 
Bottle Gas Service, ees So. Sepulveda, Culver 
City, Calif. EX-7-838 








198 So. Alvarado St., Los Angeles 57, Calif. 











FOR SALE — TRUCKS - TRAILERS 





USED FROPARE DELIVERY TRUCKS. 
1200 to 2200 Cc. Pr ragga in use and 
being replaced Win la units. Caled Pe- 
troleum Gas Co., 4820 dudes Blvd. inne- 
apolis 16, Minnesota. 


USED 
PROPANE DELIVERY TRUCKS 


Several late model twin and single units, 
1200 to 2200 W.G., reconditioned and ready 
for service. Buy now before Fall rush begins, 
25%, down, balance 24 months. Call or write 
for description and prices. 


PRESTON GRACE 
WHITE RIVER DISTRIBUTORS, INC. 
Batesville, Ark. Phone RI-3-2374 











TRANSPORTS FOR SALE: COMPLETE 
road ready Butler Propane blimp transports, 
6600 to 7100 gallon capacity, with or without 

tractors. Excellent condition, ready to haul 
as. Write or call Dixie Gas, Inc., Marks, 
ississippi. 











BARGAIN HUNTERS! 
Save on LPG Delivery Costs! 


Why lease when you can own for 
less? Think of it! You can have o 
modern, lightweight, 1800 WG twin, 
mounted on oa 2-ton truck with high 
flow plumbing, hose, rear cabinet in 
one package, on easy Nor-Tex terms, 
for $5,860.00. Buy now while they lost 
for only $586.00 down. Pay the bal- 
ance in up to 36 easy Nor-Tex monthly 
payments, Write, wire or phone teday! 


NORTH TEXAS 
TANK CO. 


Denton, Texas 382-5416 














BRAND NEW DELIVERY UNIT! 


1800 WG twin, mounted on your choice 
of a two ton Chevy—GMC—FORD, 
complete with plumbing, KK200 Viking 
pump, hose, motor fuel tank, fire ex- 
tinguishers, mud flaps, directional 
lights, ready to work—only $5719.00— 
will take your c!d unit in trade with 
balance payable in 36 months—if no 
trade, down-payment of $571.00 and 
easy monthly payments. You can’t beat 
the deal you get when you trade with 


“PAT” & "CHUCK" SUPPLY CO. 


“THE TRADINGEST MONKEYS ANYWHERE!” 


Box #15333 Phone JE 6-2845 
Ft. Worth, Texas 
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CLASSIFIED ADVERTISING 








FOR SALE — TRUCKS-TRAILERS—Cont. 





FOR SALE—MISCELLANEOUS 


PROFESSIONAL SERV.—Cont. 





py eg STUDEBAKER TRUCK WITH SINGLE 
Lt Wistert ten fom a a 

or m Ss 
Felton, Calif. Pmt a 


FIVE USED TRAILERS—6850 TO 8000 
GAL, capacity—202 steel—extra good tires and 
mechanical roe ge tg saving that hasiing 
pr, a priced from $5250.00 to $5995.0 
PAT” & “CHUCK” SUPPLY co., “The 
Tradingest Monkeys Anywhere!”, Box 15333 
—Pho. JE 6-2848, Ft. Worth, Texas. 








FOR SALE 


1 3400 WG Southland Twin Barrel Trailer U-69- 
Lite Weight — $1,000.00 

1 1958—International—1260 WG Single Barrel 
Pump-Print-0-Meter: Hose, etc. Excellent Con- 
dition. —$2,700.00 


Mid-State Bottled Gas Company 
New Have, Kentucky 6-6501 











L.P.G. TRUCK TANKS 
TRADE WITH A TRADER! 


NEW. . . "Lightweight" Units . . . 
Over 50 Units Ready to Go... 
“Fast-Flo" Plumbing, etc. . . . 1500 
- 1800... 2000... 2200... 
eb 2600 . - Single & Twins. 
Makes New ‘rial Chassis at 
FLEET PRICES. SAVE MONEY. 10% 
Down . . . 36 Mo. to Pay! 


Write—Phone—Preston Grace 
WHITE RIVER DISTRIBUTORS 
Batesville, Ark.—Ph RI-3-2374 
We Have USED UNITS Also! 





FOR SALE—TANKS-CYLINDERS 





SPECIAL SALE—USED 100 LB. CYLIN- 
DERS—retested, repainted and plugged-—goed 
as new—ten or more—$9.95 each, FOB. 
Tulsa, Okla. Can furnish brand new 10% 
valves and caps for $3.45 each. “PAT” & 
“CHUCK” SUPPLY Co., “The Tradingest 
Monkeys Anywhere!’’, Box #15333 — Pho. 
JE 6-2848, Ft. Worth, Texas. 





USED 1 POUND GOSS No. 930 refillable 
L. P. Cylinders only. Some with valves as is. 
Ideal for portable L.P., food warmers, demon- 
—- torches, etc. Regular $9.95. Close out 
BS CAMPMASTER ALUMINUM COOK 
FOV E, 2-burner complete — hose, regulator, 
rhe couplers, wind scree Special $19.50. 
4 POUND CYLINDER with valve for above 
$7. ” Bip ne | REGULATORS with P. O. 
L. pecial $2. at SALAMANDERS 
150, 000 BTU with 6 Ft. retard adapter, 
no Sp, needed $22. 50. » Leeeat prices on 
diate delivery. Write 
tks catalogue. Home Gas Equipment Company 
—Department B8, 1301 Carnegie Ave., Cleve- 
land 15, Ohio. 
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oaCAs MADE FOR TRUCKS, og fre 
MENT. Small or large quantities. Cai 
oaace Co., 827 S. Harvey, Oak Park, 





DIXIE SEMI-LOCK HOODS, ALUMINUM 
and Aluminum coated steel. Wall bracket or 
free standing. GUARANTEED mechanically 
for life. $3.00 up. Dixie Manufacturing Com- 
pany, Bre ae Kentucky, Box ¢5. Phone 
Collect ROS-5429 





FOR SALE — IMMEDIATE DELIVERY! 
Eureka Smokehouse Burner Assemblies! For 
meat smoke houses using bottled gas. Completely 
automatic. Clean filtered smoke. Distributes 
heat unifermly. Low gas consumption. Auto- 
matic temperature and pilot control. Less prod- 
uct shrinkage. Easily installed. Write a4 de- 
scriptive pamphlet. Eureka Equipment Com- 
pany, P.O. Box 396, Beloit, isconsin. 





2 USED MODEL 502-BA, 2” CORKEN 
BULK Plant Pumps complete with Bases, 
Pulleys and Motor ails. xcellent Condition, 
$125.00 each. I Used KK-200 VIKING, 2” 
TRUCK MOUNTING er co a over- 
hauled, $75.00. 1 Used RO CKWELL, 1” 40 
GPM METER, with Ticket Printer and Micro 
Adjustment, $125. 00. Blocker Propane Equip 
ment Co., 1605 South East Street, Indianapolis 
25, Indiana. 








SERVEL REFRIGERATORS 
4 & 6 cu. ft.—U-type Evaporator 
6-7-8 cu. ft. Cross-top Freezer 
Used But Not Abused 
Clean—Gucranteed—Low Cost Shipping 
= A. BROWN CO. 


170 W. Cumberland Bt Phila. 33, Pa. 
Est’d 1918 Call Go! RE 9-1130 














WANTED—MISCELLANEOUS 





WANTED: USED LIQUID PROPANE 
METERS in om ogy | condition. Quote price 
Reply Ideal Gas & Appliance, 14 North ist, 
Nyssa, Oregon. 





PROFESSIONAL SERVICES 





INCREASE YOUR PROFITS BY APPLY- 
ING my accounting and Financial controls 
that show proper Ratios for your operations. 
Evaluations, Equipment revisions, and 





APCO Standby - Peak Shaving 
Mixers and Plants 


Safe - Simple - Automatic 
Design - Engineering - 


APPLIED ENGINEERING COMPANY 
Orangeburg, S. C. 








PROPANE GAS PLANTS 


ANHYDROUS AMMONIA PLANTS 
Designed and lastalled 
PEACOCK CORPORATION 
Box 268, Westfield, N. J. 











aa 





BUSINESS RECORDS 





BUSINESS RECORD FORMS. ALL- 
WEATHER EZE-SNAP delivery invoices, for 
use when making LP gas metered truck de- 
liveries. 1000 sets 3 (3 part) ie ees with > 
address and telephone. 1000 

Advise make of meter. EGRE DAY Svs. 
TEMS, Dept. BP WOODSIDE 77, L. 1., N. Y. 





SERVING 20,000 PETROLEUM age 
NIES over 30 years with roleum 

cards, custemer reminder Eze-Stik labels, Mele: 
phone call—service rder—L/P metered deliv- 
ery invoices, Ss 
minium ticket hold 
Write us for detai i 

DAY SYSTEMS, Dept. BP., WOODSIDE 
77, NEW YORK. 








suit assistance also supplied. Floyd F. Camp- 
bell, Management Consultant, 821 Crofton Ave., 
Webster Groves 19, Mo. 





L. P. GAS 
INSURANCE 


Have your agent write us about our Com- 
plete and Comprehensive Coverage for Ade- 
quate Limits of gg od at Reasonable and 
Normal Rates with Specialized Safety En- 
gineering and Claim Service. Available only 
in Alabama, Arkansas, Arizona, Colorado, 
Florida, Georgia, Kansas, Louisiana, Mis- 
sissippi, New Mexico, Okiah T 

and Texas. 


PAN AMERICAN FIRE & 
CASUALTY COMPANY 
Earl W. Gammage, President 
P. ©. Box 1662 Houston, Texas 














RESEARCH SERVICES 








FACTS THAT SELL 


The truth about LP gas vs all other 
fuels, combats false ideas, selis pros- 
pects on economy, cleanliness and 
trouble-free performance. 


RESEARCH DIGEST REPORTS, pro- 
duced in our $100,000 “Home and 
Farm” laboratory, bring you unbiased, 
non-subsidized, authoritative test re- 
sults to help you sell. New report each 
month keeps you up-to-date on facts. 
Write today for complete details about 
this low-cost service. 


N. H. Stark Corporation 
Grafton 1, Wis. 














@CHILTON COMPANY, INC. 
198 S. Alvarado St. ° Los Angeles 57, Calif. 
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* Transportation * Vehicle Maintenance 


Are you making any money?—Harry R. Thomas ........ Aug. 3:2 
Fledgling LPG utility serves booming Tahoe area Feb 
For top winter truck performance, maintain carefully, 
preheat engines—Lyle Harbeck 
How to make more money on your gas deliveries 
How to purge a customer's tank—Harris A. Goodwin .... 
Improvised delivery service may lead to hundreds of 
sales 
Kingsize truck services fork-lift customers 
Longer truck adds 2244¢ profit on every cylinder 
Looking for a way to cut costs?—-Walter Sanders 
One man, with truck crane, does the work of three 
CI 5 ons Ke ek cop kN SWRA Sous VEO OM Mar. 100 
Suburban’s rules for safe delivery—W. D. Cook ee 
Unusual hybrid truck facilitates cylinder delivery and 
I SNES onc dace kd KR RAAWAD Co thas 6402 0.05 ce EOS Nov. 62 
Vehicle maintenance plan cuts operating costs—H. H. 
Donaldson . 42 


GENERAL 


* Foreign ° Industry Statistics 
» Miccell * Regulation 





A preliminary report on the state of Michigan .......... May 52 
BPN digests 5 AGA papers on heating and cooling 
Council aims for industry stature . 
Council plans big doings for industry's 50th birthday 
Phil Harper 
FTC examiner recommends dismissal of Ruralgas case .. 
Government files “anti-merger” action against 
SOR SE ob oe cece ce cc cuaee tel eoekeiei skies Aug. 
How L. P. gas dealers view their industry 
LPG-ethane sales rose 7 per cent in 1960, says BuMines . 
LPG industry image begins to emerge in 1961 BPN 
Census—Gilbert Bowman 
Mr. Best of Stantonsburg 74 
National Petroleum Council offers 56-page report y 78 
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1960 Phillips Report: 1960 sales neared 10 billion gal. 
mark—Geo. Benz, W. F. DeVoe, A. F. Dyer . 36 
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roundtable—William T. Harper 44 
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The “far out” LPG dealer—J. Arthur Thompson . 53 
The first 2 million customers-—William W. Clark ay 47 
The shape of tomorrow—William W. Clark ae | 
Ugite offers unity for LPG dealers r 58 
You won't recognize the gas appliances of tomorrow— 
T. L. Robey . 33 
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INSTALLATION AND SERVICING 
* Appliances + Bottles * Control Systems + Tanks 


Cylinders and tanks getting smelly 
How to purge a customer’s tank—Harris A. Goodwin 
Metered systems—Marshall Cook j 
One man, with truck crane, does the work of three— 
Milton Levinson 
Pamphlet 58 celebrates 21st birthday with most 
extensive revisions—Robert Clay 
PVC plastisol looks like Hawaii's answer to tank 
GURINE satan os. ond on> 00600 skeet eae N 
They make old cylinders like new—William T. Harper ..Se 
Unusual hybrid truck facilitates cylinder delivery and 
CVI Oe eis: kee ens 0 ecddbod shi bean Nov. 


LOAD BUILDING AND BALANCING 


* Agricultural Market * Industrial Loads 
* Offpeak Loads + Seasonal Loads 


A primer on hog heating—Arthur G. Norris ...........- May 64 
A veterinarian’s best friend is his LPG truck 
J; BPUee TOON. 6s ss snd pcan neevscadsasaveawaed May 117 
CD officials pin hopes on LPG for disaster feeding ...... Mar. 62 
Eight industrial market fact sheets . 0 
Energy Conversion is on the move—Robert Clay ......../ Apr. 32 
Everyday’s Thanksgiving at Plus Poultry—J. Arthur 
Thompson 
Field tests of grain drying with flame show promise— 
Di tra MNEs ig o's da Sea eke 4s 24d kame aianien Nov. § 
Flame Cultivation—one year later—-William W. Clark ...! 
For rent: summer comfort—Edward G. Dickson 
Gas infra-red heaters help keep defense planes at the 
ready line—J. Arthur Thompson 
Here today, gone tomorrow—but meantime, what a 
load!—Arthur C. Norris 
His clientele—People on the move—William T. Harper 
How to beat the kilowatters to the pig pen—Arthur 
C. Norris 
How Unigas upgraded its fleet-—William W. Clark 
In-Car heaters are ticket to large year-around load at 
drive-in theatre—Walter E. Donovan 
One man, with truck crane, does the work of three— 
Milton Levinson 
Owner sees the light with GAS! ................-.02: Mar. 103 
Pilot plant to test butane for salt-water conversion 
SHORE 50: SOE nv n-ne 0.0 in 406i pawmee ees danas cee Mar. 56 
Quick dose of propane saves IKI Farms $180 an acre ....! 77 
Roof-top loads help boost DelVal sales 250 per cent 
UAT ROMO ak onc oc bx cca ncdcccteaate en nnen Mar. 66 
Thermogas tries flame cultivation: results—encouraging 
WE TUNING | 5. ie ccinva coanntheed dupe Oban Nov. 
Tobacco Curing—a potential 150 million gals-a-year 
husiness— William T. Harper 
Unigas doubles its gallons-per-mile deliveries—William 
W. Clark 
Wil! fuel cells make propane the power source of the 
future?—-Robert Clay 
You won’t recognize the gas appliances of tomorrow— 


T. L. Robey 


MANAGEMENT 


* Accounting and Billing + Credit and Collections 
* Employee Training and Relations * Financing 
* Insurance * Inventory * Public Relations + Taxes 


A good reporting system—William W. Clark 

Don’t fall into the convenience and necessity trap— 
A. F. Dyer 

Fledgling LPG utility serves booming Tahoe area 

For a 50-cent dollar, profit-sharing can improve employee 
relations—E. H. Mitchell 

Here today, gone tomorrow—but meantime, what a 
load!—Arthur C. Norris 

How Richmond Company keeps its customers happy 

How to run a business from a hospital bed—-William 





How to set up your own firance company—Robert H. 
Brown 

Lesson Plan Guide 

Metered Systems—Marshall Cook 

Petrolane automates with the “Petroplate”— 
William W. Clark 

Retirees key to success in no-industry town— 
Emmett Maum 

7] Petrolane employees divide $10,000 in prizes in 
_“Summersellmore” campaign 

You've got to overcome three language barriers tu sell 
ARR Me TORS oe a os oi'c codiin bis's s ckneesdic Feb. 

Vangas found out: To grow from within, you’ve got to 
merchandise—B, E. Lovell 


PLANT OPERATION 


* Designing and Building * Maintenance * Operation 


Fledgling LPG utility serves booming Tahce area 
Gas Butano-Propano moves to “high ground”— 
Thelma Luxon 
Here today, gone tomorrow—but meantime, what a 
_load!—Arthur C. Norris ; 
Suburban’s salt cavern completes first year’s operation— 
William W. Clark Apr. 
The Raay Mains @ RMR ois s cis Os oc ce sae Pa Aug. 


POWER—LPG CARBURETION 


* Farm Power * Highway Vehicles * Industrial Power 
* Materials Handliing Equipment * Public Transportation 


Annual “physicals” keep Kansans’ tractors fit— 
Pam TINE ok deka ek ce hee sob cahyo nese cee Sept. 78 
Engines vs. motors 
Fork lift loads are a growing income, say dealers 
Gene’s Jet—a minor revolution in propane utilization— 
Robert Clay 
Give your fork lift business a lift 
Highlights of proposal that switched Lee County’s 
TIFA’s to propane—T. W. Miller 
How LPG fights air pollution 
In Florida’s groves, one customer equals 70,000 gal 
per year—Harry J. Mille 
Instructions for converting Todd Insecticidal Fog 
Applicator from gasoline to propane—T. W. Miller ....Apr. 
Is there a 2-million-gal load right under your nose?— 
Robert Clay 
Look to your local government for a mosquito control 
program—T. W. Miller 
LPG halts pilferage, saves 300 gals. per truck 
Monterey Park goes LPG 
New “family” of industrial engines is factory-equipped 
for LPG 
The Ideal Yuel—Robert Clay 
The important differences between LPG and gasoline— 
Howard Reinhart May 
The “inside story” on air pollution ..................-- Mar. 
The Mobile Milk House 
To build a new tractor market, Cisco concentrates on 
the old—George Walker 
Whv the world’s largest transport refrigeration 
manufacturer recommends LPG—Earl DeNoux 


PRODUCTION, SUPPLY AND STORAGE 
* Fuel Availability * Fuel Statistics * Underground Storage 


First large volume refrigerated barges put in opezation— 
D. W. Calvert, C. A. Christie, E. E. Reed 
How liquified natural gas is stored in “frozen earth” .... 
How Mid-America controls operations on a 2184-mile 
system from a central dispatching center—Ken Kridser Nov. 45 
New source for Hawaii’s LPG: Asian Oil ..._.. ..Feb. 50 
1960 Phillips Report: 1960 sales neared 10 billion gal. 
mark—Geo. Benz, F. DeVoe, A. F, Dver ..........J 
Pamphlet 58 celebrates 21st birthday with most extensive 
revisions—Robert Clay 
Suburban Propane buys producing LPG firms 
The proper method of unloading LPG tank cars 
Work started on world’s first refrigerated LPG tanker 
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SAFETY 


Gas standards violation blamed in trailer death 

The proper method of unloading LPG tank cars 

Stop practicing for an accident 

Suburban’s rules for safe delivery—W. D. Cook 

“We help prove that gas is innocent”—W. L. Thomas ....July 


SALES, SALES PROMOTION, ADVERTISING 


* Advertising * Appliances, Equipment and Fuel 
* Displays ¢ Electrical Competition * Promotions 
* Sales 


A 10-point program to capture the Discretionary Dollar— 
E. S. Kleinmann Jan. 48 
East Ohio Gas’ co-op plan spurs dealers’ selling efforts ...Feb. 40 
Gas dishwasher dampens kilowatters’ “package pitch” ...Apr. 40 
Gas gains a growing share of a rapidly grown market— 
Robert Clay oe 
Here’s proof of L.P. gas’ superiority to electricity . 48 
How’s that again? . 31 
How the coal industry promotes electric heat . 66 
Is the roof about to fall in on the kilowatters?— 
Bete CM si aos.c< tevin a pain noid 0a bE AAAS a can teks 6 TER OO 
LPG in Japan 
New ranges with a “built-in” look may shift 
merchandising emphasis back to the appliance dealer— 
William T. Harper 
Quick course in home heating gives the devil his due . 
School plans for laundry appliances—Max Fuller 
Selling is a lot like making love—C. F. Jenkins .........Aspr. 
Skelgas field personnel key to successful dealers open 
houses 
State, local programs devised for 50th anniversary 
celebration—William W. Clark 
Stimulating idea exchange marks BPN’s 10th sales 
roundtable—William T. Harper 

Suburban Gas finds a new sales ally: the real estate 
broker—William W. Clark 

The truth about electric heat—William W. Clark 

Ugite offers unity for LPG dealers ..............00000s July 

Vangas found out: To grow from within, you’ve got to 
merchandise—B. E. Lovell 


..Nov. 5 


ASSOCIATIONS 


Advice from an ad executive: Let’s have more salesminded 
conventions—Leslie S. Hauger 
GAMA divisions elect delegates and officers ............ June 7 
Kentucky LPGA and university “educate” 125 at 
LPG field day 
LPGA elects Williams president; producer, supplier 
named to offices 
LPGA marks 50th with birthday party ................. Sept. 
Message, Miss top LPGA convention program .......... May 
Two 1961 “giveaways” planned despite cut in council 
budget 


BEYOND THE MAINS ° William W. Clark 


eee ts We MiMMONOUS?. sibs oes é ci chases 9 ERRESA es oe ee Aug. 
Big brother Sam is watching you 

Desert weather report: cloudy but clearing 

Everybody’s catching the “unity” fever 

Gas, the truly modern fuel 

Lesson in lexicography ........ Sp beCepacine clbnecs . Dec. 
Now it’s “Rural Areas Development” 

Suburban’s answer 

The double standard of ethics ............0cseseeeeeee Sept. 
The sham of the “Norris Centennial Rate” 

The stage is set 

The twilight zone 

Toward a better “image” 

“Unity” can help sell appliances ................000c0% Feb, 31 
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iNFORMATION DESK 


Adequate combustion air needed in greenhouses , 
Are there any LPG coin meters around? ...........+++++ Sept. 8 
Best way to prevent regulator freeze-ups ...........---- Mar. 25 
Cleaning cylinders for reuse July 29 
Commercial values of butane and propane 

Conversion of freon cylinders is clarified 

Cotton seed is sensitive to high temperatures .........../ Aug. 
Deodorizing LPG is tricky problem 

Do not check gas leaks with an open flame 

Electrical competition tells typical tale ................. May 
1l-in we pressure is American Standard ................ May 
Factors that increase vapor pressures in tanks 

Formula for calculating propane vapor in tanks 

Gauge indicates liquid ead fer small tanks 

Heating unit should not be noisy 

How do you clean out “smelly cylinders”? 

How to figure Josses in transferring fuel 

Is there a torch for liquid propane? ............|.--++++ Aug. 
LPGA’s “average value” table is handy oF abe 

LPG installations uncommon on diesels ..............." May 
LPG is less costly, more dependable for pumping | 

LPG that is unodorized must be so marked 

Many tar kettles operate on vapor 

Physical constants for commercial LPG i 
Pilot burner on 150-ft stack presents problems ..'....... Sept. 
Portable instruments measures mixtures 

Precautions to heed when filling cylinders 

Propane can be used as an auxiliary fuel 

Propane is good fuel for metal cutting 

Reduce burner input for high altitudes ; 
Relief valve needed for a 70,000-gal tank .............. Sept. 
Shut off gas to avoid hazards .............-2..seeeeees Nov. 
Simple service can aid gauge reading 

Steady load needs extra power 

To determine temperature when transferring fuel July 
Tracing discrepancies in fuel transfer ................-/ . ug. 
Web straps can replace chains on cylinders 

Where you can obtain orifice charts 

Why engine rings and valves wear fast 

You cant’ beat L.P. gas for camping equipment 

Zine plating possible with citable torch tips 


MANAGEMENT PORTFOLIO 


* BPN Sales Roundtable * Council at Your Elbow 
* Management Handbook + The Dealer Speaks 
© Books to Help You Manage 


For a 50-cent dollar, profit-sharing can improve 


employee relations—E. H. Mitchell .................... Jan. 58 
Fork lift loads are growing income, say dealers........ May 120 
Health-accident insurance for employees is tax-free— 

We Ris POUEE a gin ku bie Guin Sk Gd KROES bes kaeenls ace¥on Nov. 92 
Here are the most important new changes in the 

Re NR A 0: ETO Si Ra an Mar. 72 
Here are two ideas on summer-time tax-saving— 

E. H. Mitchell y 56 
How far can an association go in reporting prices of 

its members—Daniel J. Murphy . 68 
Is electric heating a threat NOW? ..................005. Jan. 54 
Is Uniform pricing the answer to service call costs . 65 
It’s income tax time: have you claimed all your 

deductions—E. H. Mitchell . 62 
Most dealers use specialists’ service, majority train their 

GSU SS Sie Valk sb ORs 6a ond a Peks 60 de caMe eo oeus Sept. 66 
Tax-time tips on taxable and reportable incomes— 

Bi Gs EL, nid oA ROREE CRMMINEE oc oes oOo hee Mar. 70 
What records should you keep for tax purposes— 

E. H. Mitchell > 62 
What should we do about the electric heat threat? ...... Feb. 62 
You can claim exemption if you support a “full-time 

student” x. 70 


NEWS DEVELOPMENTS 


T 


Air conditioning boom forecast ..............0.200-.005 Nov. 
Alberta rejects LPG export pipeline ..................4/ Aug. 
AGA endorses Gas Unity programs 

AGA Labs approve “fallout” heater 

American Hydratane buys 2 firms 

API might help fight electric heat 

Binghamton maps “ad co-op” program 


DECEMBER, 1963 


Cal Liquid buys Ransome of Nevada ....... (iach 

Cal Liquid purchases Liquefuels 

Competition keen for Albertan line 

Council holds “giveaway” contest 

Council publishes industry’s progress 

Council’s LPG book—“salestool” 

Council starts on second “giveaway” 

Diehl receives Hanlon Award .........+.0sceseeeeeeers May 
“Do-it-yourself electricity”—with gas 

Dryer, combo sales slip 

Expanded markets seen in housing plan 

Expansion keys LPGA convention 

Fewer farms, but a better market ...........0.00e0e0- Mar. 
Flaming research moves south for the winter Jan. 

Fuel cells—a threat or promise? 

Gas appliance shipments still gaining E 
Gas dishwasher hits the market ...........6..sseeeee Mar. 
Gas liquids hit all-time high 

Greater coordination needed ..............-.+++++++++May 
Helium program to boost liquids 

Housing and population census ..........+--.eeeeeeees Mar. 
LPGA moves toward Council tie-in .............000+: Mar. 
LPGA to emphasize quality tanks 

LPG flame cultivation tested by HPRF 

Low-cost energy from gas foreseen 

Market offered for Alberta surplus 

Merger not yet approved 

Methane stored in “frozen-earth” 

Metrogas sells Wisconsin plants 

Mid-America moves 27,000 bbls per day 

Milwaukee Gas Light buys three propane companies... . 
New appliances unveiled at convention 

New road for REA 

Northeast to have biennial convention % 

Northern Gas plans LPG pipeline............... bdaee s Apr. 
110. million -gas appliances! ...........ccccecccscecees Feb. 
Pemex halts imports of Texas LPG Apr. 
Petrolane buys Hausgas and H. S. H................-+-/ Apr. 
Phillips leases 50 giant tank cars .... July 
Portable gas appliances foreseen 

Refrigerated LPG tanker built..............sceeeeeeeeed Apr. 
Small business to get attention 

Socony buys Anchor Petroleum 

Southeastern P. S. buys Public Gas.......... pinaceiin A 
Steady furnace business forecast 

Study of Council-LPGA merger okayed 

Suburban Propane listed on New York Stock Exchange. Jan. 7 
“Suwannee”—possible pipeline 

Suburban Propane predicts rise in 1962 ...........5++ Nov. 
Suburban purchases Stove Works .........-...0+eeee0d Aug. 
Udall supports fuels policy July 
Union Oil buys American Liquid ..............0e000001 Aug. 
Uregas buys two companies Aug. 
UPG contracts entire plant output ..................-- Mar. 
UPG expands into natural gas distribution 

U. S.-Canada LPG demand investigated 

USDA has first flaming demonstration 

Water heaters can “disappear” ..............-.200e0e- May 


WASHINGTON REPORT ° Neil Regeimbal 


Champion price cutter: Uncle Sam 
Congress hears Kentuckians’ story 
Co-op, TVA projects favored under Kennedy 

administration 
DJ may get Big Brother powers ...........0.eeeeeeees Nov. 
Does wage-hour law apply? ..........csessceeeseeeses Nov. 
Farmers vote against REA ...........0ccccccesecncess Mar. 
FPC nominee is public power advocate ...........+..+: Mar. 
FRB starts easing credit 
JFK would tax co-ops—but not REAs 
LPG firms hit by wage-hour law 
LPG may soon be stockpiled 
Lower rates on jumbo tank cars 
“Ture industry with REA” is plan 
Minimum wage “almost a certainty” 
More funds voted for SBA loans 
Motor fuel levy extended to 1972 
President seeks more for REA 
Purse strings loosened on SBA loans ..............<+> May 
REA grants biggest POE (os cnciscdbectdccemesiel Aug. 
REA, TVA expansion seen 
Senator proposes LPG postage stamp 4 
Survey may free LPG from heavier tax ................ May 
The new administration: a forecast 
Truman power program revived 
TVA rates hit new low 











CALENDAR 
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Dec. 4-8 — NFPA 
meetings —~ Hotel 
York City. 


technical committee 


Manhattan, New 


Dec. 5—Wisconsin LPGA convention— 
East Side 
Club House 


Businessmen's Association 
Madison, Wis. 


Dec. 18-19— Better Heating-Cooling 


Council annual meeting—Hotel Del- 
monico, New York City. 


1962 


Jan. 14-15—Arkansas LPGA midwinter 
convention—LaFayette Hotel, Little 


Rock, Ark. 


Jan. 16—New York State LPGA con- 


vention. 


Jan. 18—Marylend L.P. Gas 
meeting—Annapolis, Md. 


Industry 


Jan. 19—Gulf Coast NGPA meeting— 
Robert Driscoll Hotel, Corpus Christi, 


Texas. 


Jon. 22-26—NFPA technical committee 
meetings — Hotel Manhattan, New 


York City. 


Merch 15—Maryland L.P. Gas Industry 
meeting—Reisertown, Md. 


Merch 25-28 —Southeastern district 
LPGA convention and trade show— 
Atlanta Biltmore Hotel, Atlanta, Ga. 


April 4-7—WYGA convention and trade 
show—Jack Tar Hotel, San Francisco, 
Calif. 


April 8-9—Kansas LPGA convention— 
Allis Hotel, Wichita, Kan. 


April 12-13— Western Canada LPGA 
convention—Hotel Palliser, Calgary, 
Alberta. 


April 25-27—NGPA annual convention 


—Denver-Hilton Hotel, Denver, Colo. 


April 29-May 2—National LPGA cx: 
Hotel, Chi- 


vention—Conrad Hilton 
cago, Ill. 


May 2!1-25— NFPA annual meeting — 
Sheraton Hotel, Philadelphia, Pa. 


May 24—Maryland L.P. Gas Industry 
Meeting—Baltimore, Md. 


June 4-6—Missouri-lllinois LPG Exposi- 
tion — Sheraton-Jefferson Hotel, St. 
Louis, Mo. 
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ADVERTISERS 


*These advertisers carry additional 
information on their 


products in the 
1961 ites Meacene Catalog. 


This advertisers’ index is published as a convenience and not as part of 
the advertising contract. Every care will be taken to index correctly. No 
allowance will be made for crrors or failure to insert. 


American Bosch Arma Corp., 
American Bosch Div. 
American Liquid Gas Corp. 
*American Meter Co., Inc. 
Anchor Petroleurn Div. 
Mobil Oil Co. 
Anco Mfg. & Supply Co. ... 
AFCO Flame Cultivator Co. 
Arkla Air Conditioning Corp., 
Humphrey Div. deny 
Armstrong Products Co. 


Baso Div., Penn Controls, Inc. 
*Bastian-Blessing Co., Inc. 
*Bendix Automotive Service 

Blackmer Pump Co. 

*Brown Stove Co. 

Burroughs Corp. 


Century Gas Equipment 
Marvel Schebler Prods. Div. 

Borg Warner Corp. se 
Chattanooga Royal Co. ......... 
Chevrolet Motor Div. 

General Motors Corp. 

*Cities Service Oil Co. 
Coleman Co., Inc. 
*Corken's, Inc. 
Cylinders, Inc. 


Day & Night Mfg. Co. 
Dearborn Stove Co. 
Dixon Valve & Coupling Co. 


Ellis Manifold Co. 
Empire Stove Co. 


Fine Products Co 
*Fisher Governor Co. 
Flamegas Detroit Corp. 
Ford Motor Co. : 


General Motors Corp. 
Chevrolet Motor Div. 

Griffiths, E. F., Co. .. 

Grove Valve & Regulator Co. 


*Hamilton Manufacturing Co. 
Hannay & Sons, Inc., Clifford B. 
Harper-Wyman Co. a 
Hidy-Brown Recorder Co. . 
Hones, Chas. A., Inc. 
Hydrotherm, Inc. 


Ideal Crane Div., 
Bert Parkhurst & Co. 
Insto-Gas Corp. 


Janitrol Heating & Air Cond. Div. 
Midland-Ross Corp. 

*Johnson Gas Appliance Ce... 

Johnsen Machine Shop . 

J &S Carburetor Co............. 


Locke Stove Co. —_ 
Lubbock Machine & Supply im 
Third Cover 


Master Tank & Ma ty Co. 
Mid-America Pipeline 
Midland-Ross Corp., 
Janitrol Heating & Air Cond. 
Div. . i 
Minneapolis-Honeywell Reg. Ge. 
Tradeline .... 
Water. Heater ‘Controls 
Mississippi Tank Co. . 
Mitchell, John E., Co. 
Mobil Oil Co. 
Anchor Petroleum Div. .... 
Motorola Comm. & Electronics, Inc. 


*Neptune Meter Co. 
North Texas Tank Co. 


Ohio Foundry & Mfg. Co. 


Parkhill-Wade 
*Pasley Mfg. & Dist. ee 
Penn Controls, Inc., Baso Div. 
Phillips & Buttorff Mfg. Co. ..... 
Phillips Petroleum Co. ..... 
Powell Co., Wm 


*Pressed Steel Tonk Co.. Second Cover 


Radiator Specialty Co. en ae 
Ransome Torch & Burner Co. . 53 
Richardsen Gasoline Co., Sid 
Ridge Tool Co. ies 
Robertshaw- Fulton Controls Co. 
Grayson Controls Div. Se 
Thermostat Division eee 
Rochester Gauges, Inc. . 56 
*Rockwell Mfg. Co 


Gas Products Ow. .. Fourth Cover 


Samuel Stamping & wise ted Co. 
Shell Oil Co. .. AS 
*Sinclair Oil & Gas Co. ... 

*Skelly Oil Co. . 

Smith, A. O., Corp.—Permaglas Div. 
Commercial Water Heaters 
Domestic Water Heaters ... 

*Smith Precision Products Co. 

Spanco Brass Co. . 

*Sprague Meter Co. . 

Squibb-Taylor, Inc. .. 

Suburban Appliance Corp. . 


Pht iSstl 


Temco, Inc. .. 

Texaco, Inc. 
Thermodynamics, Inc. 

Trinity Steel Co. .. 
Tuloma Gas Products . 


U sion-Texas Natural Gas Corp. 
United Petroleum Gas Co. ...... 


Fine Pann Gas cic ies 58 


Wallace, Wm., Co. 
Metalbestos ‘Div. See 


*Warren Petroleum Corp. . Front Cover 
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..... Makes these transports worth more to their users. 


At Lubbock Machine and Supply, custom design simply means fitting top payloads to the 
most exacting specifications. No mass-produced compromises or omissions. # Our record 
of re-orders from the same customers again and again is the result of careful planning at 
the customer's desk, in our own engineering department, and in our accounting depart- 
ment too. = If you'd like to get on the road to higher profits, let the nearest Lubbock 
Machine and Supply representative show you how to get more transport for your money, 
pound-for-pound, than your capital investment dollar ever bought before. 


; ‘ To contact your nearest regional representative 


MACHINE & SUPPLY 60., INC. call, wire or write our Lubbock sales office. 
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Marshall Cook shows you 


How you can earn 


510 to $12 more a year from each customer 


The pictured demonstration unit consists of a 
small bottle of LP-Gas piped to a Rockwell 
meter and a “‘mini-pilot”’ burner. 

It proves conclusively that Rockwell meters 
will accurately measure tiny pilot light flows of 
100 Btu’s per hour. No other meter can match it! 

Such a fine degree of low flow accuracy assures 
you of continuous income even when appliances 
are not in use. Jt can bring an extra profit margin 
of $10 to $12 a year from each service. 

Our representative will be glad to demon- 
strate and prove this to you. If you are already 





using meters ask him to quote our liberal trade 
in allowance on old meters. Write us and he will 
see you. Rockwell Manufacturing Company, 
Dept. 78-M, Pittsburgh 8, Pa. In Canada: 
Rockwell Manufacturing Company of Canada, 
Ltd., Box 420, Guelph, Ontario. 


LP-GAS VAPOR METERS 


ROCKWELLO 
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